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HE World Series is over 

TT and the Cubs have bowed 
to the Tigers, Joe Louis 

beat Baer, Mussolini and 

Haile Selassie have star- 

ted their war, Roosevelt is en- 
joying a ‘‘breathing spell’’. This 
is news of the month but more 
interesting to us should be our 
jobs—selling more feed to make 
more eggs, more milk, more meat. 
We can’t expect the ball players, 
the boxers, the fascists, the Ethi- 
opians—or even the president — 
to do our work for us. We can 
find in this issue of The Feed Bag, 
however, some ideas which will 
help. 
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WABASHA ROLLER MILL Co. 


WABASHA MINNESOTA, U.S. A. 


FLOUR 


Scores Another Triumph! 


Wisconsin State Fair the first premium blue 

ribbon award for the best wheat bread on 
exhibit was won by Mrs. B. E. Cochrane of Milwaukee. She 
used Big Jo (Best in the World) flour for this bread and also 
for her cookies, another first premium blue ribbon prize win- 
ner. “While I have always believed real economy is in buying 
quality,” says Mrs. Cochrane, “] am now more convinced than 
ever of this as Big Jo was quite a factor in making my bakings 
a success due to the fact that the flour contains everything 
necessary for the best results.” 


the Wm. Steinmeyer Co. has been the ex- 

clusive Big Jo distributor in Milwaukee — 
where it is used by more housewives than any other quality 
Minnesota flour. “Fifty years is a long time to sell any one 
branded product but we really believe Big Jo is the ‘Best in the 
World’ and its quality never varies,’ says Harvey L. Ott, of 
Steinmeyer’s. ‘Big Jo has made prize-winning bread, rolls, 
cookies and cake for many years but we are proud that our 
flour has won again. To celebrate the achievement, we've 
been conducting a special campaign in which, to date, we've 
sold nine cars of Big Jo flour.” 


‘Bread is the best and cheapest [068° 
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Soybean Meal 
of all kinds. 
If you are not getting our daily and 


weekly quotat 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only — firms of known 
financial responsibility and estab business in- 
tegrity. hen buying—feed, grain, allied products 
and machinery—don’'t forget to boost The Feed Bag. 
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CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louis... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Produce Exchange . . . New York 
Board of Trade. ..... Chicago 


CASH GRAIN 
Wheat..Oats..Rye..Barley..Corn.. Flax. .Soya 


GRAIN FUTURES 
Executed in all Contract Markets 


Malt Sprouts 


whatever 
kind you want 


whenever 
you want them 


wherever 
you want shipment 


Powdered Milk 


For real service on straight 
or split car Butter or Skim 
Milk... Try us. 


La Budde Feed & Grain Co. 
MILWAUKEE, WIS. 


Feed Merchants 


everywhere are adding to their 
profits by selling Dog Food. Make 
your store a place for dog owners 
to get quality food and service. 


SELL 


VITALITY DOG FOOD 


It is complete, balanced, mineral- 
ized and vitamized. Dogs like it 
—it makes friends and gets re- 
peat orders. It keeps dogs healthy 
and is very economical to use. Use 
coupon below for ful! information. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, Ill. 


VITALITY MILLS, INC., 
2020 Board of Trade Bldg., 
Chicago, 

Without obligation please send me details of the profit op- 
portunity in selling VITALITY DOG FOOD, also samples, prices, 
literature and local advertising plan. 


Dealer. 


F.B. Address 


Make no mistake 
= about 
this! 


NEW PROCESS 
SOYBEAN OIL MEAL 


100 LBS. NET 


MANUFACTURED BY 
THE GLIDDEN CO. 
CHICAGO, ILLINOIS 
INGREDIENTS Contains the rich 


vitamin content 
that is present in 

fully matured soy- 

beans. 

Actual protein analysis running 


from 46% to 48% 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 
1845 N. LARAMIE AVE. CHICAGO 
Sales Office: 2670 Elston Ave. 
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USE AT LEAST 

10% in Chick Starter 

7:% in Growing Mash 

5% in Egg Mash 

10% in MashtorHighQuality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 


40% in Coccidiosis Control Mash 
25% in Calf Meal 


Add this to the many advantages of using dry skim milk in your 
feed formulas. It is natural, sweet, fresh milk, bought sweet and 
kept sweet until dried. Only fat and water are removed and 


nothing added in its manufacture. 


Your most valuable protein ingredient—yes; the outstanding 
source of vitamin G, milk minerals and milk sugar (lactose )— 
each in itself meriting first choice for this leading milk product. 
The combination of all these valuable, distinctive qualities in 
natural form readily accounts for its wide use in the most suc- 


cessful feeds. 


| Remember, too: dry skim milk is sold on grade. Use 


the best—and enough of it to insure real milk results. 


AMERICAN DRY MILK INSTITUTE, Inc. 
Dept. 60—221 N. LA SALLE STREET—CHICAGO, ILL. 
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Get MILK RESULTS 


MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


October, 1935 


Number Ten 


What I Learned From Chain Stores 
About Better Merchandising 


By Ralph A. Weston 


Manager, Weston Feed Co., Linton, Ind. 


WO years ago I thought I was 

broke, and I could see no future 

for any merchant in the retail 

feed business. Last month I 
opened my second feed store, and I 
would not trade my opportunities in the 
retail feed business with those offered 
by any other business field. 

Strange enough bare necessities drove 
me to learn more about feed retailing 
within one week than 1 had learned 
in the seven prior years of business. 

Visits Chain Store 

I had to have a hammer. I had al- 
ways been. personally antagonistic 
toward the five and ten cent stores, feel- 
ing that the public owed it to us local 
merchants to trade with us regardless 
and to pass up any store whose owners 
lived elsewhere. 

But business was rotten. I knew I 
was practically on the rocks. I thought 
I might be able to save a dime by going 
into a five and ten cent store for a cheap 
hammer, one that I could get by with 
to patch up a job. 

When I went into that store, I began 
to wake up to some of the reasons why 
the five and ten cent stores were suc- 
cessful, and I began to see why my 
own feed store had been pretty much 
of a failure. I made my purchase but 
I did not return to my store. 

Visits More Stores 

I visited other five and ten cent stores 
of my town, as well as other types of 
retail stores. he following day, 
drove to a neighboring city and visited 
many retail stores there, spending a 
great deal of time in the five and tens, 
and talking to the managers of these 
stores. 

I found six positive ways that the 
five and ten cent stores were getting 
business. I applied these to my own 
store and business. 

FIRST—I found that the five and 
tens were using their windows to sell 
merchandise and not to cage flies. I 
noticed that they used mass displays in 
most instances, conveying the idea that 
the store had everything in the gen- 
eral merchandise field. I decided to 
try some mass displays in my own 
store and obtained response. 
Since then I use both of my display 
windows in the main store, one to stress 
some particular line or kind of feed, 
and the other for a mass showing of 


merchandise. Each item in the latter 
is price tagged, and my thought in the 
volume showing is to convince pros- 
pects that I have a particular commer- 
cial feed for every purpose. When 
prospects once get this idea, they begin 
coming to the store with any special 
feeding problem or looking for sugges- 
tions of what to use for each purpose. 
Small Unit Buyers 

SECOND—I had been neglecting the 
small unit buyer, spending most of my 
time chasing the big fellows trying to 
sell them large orders at close mar- 
gins. I noticed that the five and ten 
cent stores seemed satisfied to let the 
other fellows have the big unit sales, 
while they made hundreds of small 
ones. I decided there must be some- 
thing to this. I immediately began 
giving more thought to the small sales 
and the customers who came for small 
purchases. Within three months I had 
doubled my small unit sale volume and 
had increased my number of custom- 
ers. I found that I could make a better 
margin of profit in this business and 
that many of the small sales were only 
opening up the way to bigger ones 
made later on the same basis of a profit 
on each order. 

Open Displays Helped 

THIRD—I noticed that the five and 
tens used open displays on all merchan- 
dise, permitting shoppers to browse 
through and acquaint themselves with 
the merchandise and the prices. I built 
some inexpensive stock tables, counters, 
and shelving, and got a lot of my stock 
on display instead of having it piled in 
heaps like so much coal or hay. 
found that some of my vsitors would 
walk through the store, looking for 
nothing but would become interested in 
some particular commercial ration, 
stock remedy, supply or other item. I 
adopted the open display idea as far as 
practical for the feed store and no- 
ticed an immediate increase in sales as 
well as convenience in serving the 
trade. I found that I did not have to 
do as much talking; that with open dis- 
plays the merchandise helped to sell 
itself by interesting the prospects in 
the things they wanted instead of my 
having to guess blindly by suggesting 
laying mash when they actually were 
interested in talking about chick starter. 


THE FEED BAG—OCTOBER, 1935 


FOURTH—I saw that the success- 
ful stores in other fields made shopping 
convenient for their customers. I ar- 
ranged my store inside to have wide 
and ample aisles. I made things easy 
for inspection; placed plain price tags 
on all merchandise; used placards to ex- 
plain any points regarding new items 
or lines that were not already familiar 
to my shoppers. I rearranged my load- 
ing dock to make two loading levels, 
with a slope between them, so that any 
customer could back up to the dock 
and have it on a level with the wagon 
or truck body bed. I began giving 
thought to ways of making it con- 
venient to buy at my store and the cus- 
tomers seemed to unconsciously take 
advantage of my assistance. 

FIFTH—I noticed that the five and 
ten stores had plenty of color and light 
in their salesrooms and their display 
windows. I tried the plan, and found 
that color and light were cheap sales- 
men for me. I painted my store inside 
and out, using a white within with a 
light, airy trim. Then, by using plenty 
of light colored placards and banners, 
etc., I was able to inject an atmosphere 
of cleanliness, freshness and _friendli- 
ness. The same was true with my dis- 
play windows. The increase in my light 
bill has been but a few dollars; the in- 
crease in my profits has been much 
greater. 

On Right Track Now 

SIXTH—I saw that the successful 
stores in other fields were co-ordinat- 
ing merchandise, departmentalizing 
their stocks, so that a customer would 
think of kindred items when buying 
one. I tried the plan in my store, and 
found it an easy way to increase sales. 

The thought of going broke is no 
longer in my mind. Now I feel that 
I am on the right track. Business is 
getting better; the profits are rolling in, 
and I am firmly convinced that a feed 
dealer’s success or failure depends a lot 
on the ideas he employs and the energy 
that he exerts to put them into actual 
practice. 


FRANK KRAUSE, Krause Bros., 
Beloit, Wis., with the assistance of his 
young son, brought back a good mess 
of wall-eyed pike recently as the result 
of a fishing trip to Mercer, in the nor- 
thern part of the state. 
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CHAPMAN FEED CO., Edgerton, 


Wis., has been discontinued and reor- 
ganized by the New Era Hatchery with 
offices at Lodi, Stoughton and Edger- 
ton. 


ROLAND REINDERS, Reinders 
Bros., Elm Grove, Wis., former presi- 
dent of the Central Retail Feed asso- 
ciation, postals from San _ Francisco 
that he is enjoying his vacation and has 
travelled more than 3,000 miles on his 
tour of points of interest in the West 
and South. 


JOSEPH E. JOHNSON has been 
placed in charge of the soybean and 
soybean meal division of Spencer Kel- 
logg & Sons, Inc., Minneapolis, Minn. 
His headquarters will be at 2200 Lum- 
ber street, Chicago. 


... All in One Well-Known Line 
... All PROVED, EFFECTIVE Products 
... All Yield You a Wide Profit 


& With the Dr. Salsbury line . 


Lionel True Elected President 
Of Mutual Millers 


Lionel True, James H. Gray Milling 
Co., Springville, N. Y., was elected 
president of the Mutual Millers & Feed 
Dealers association at the annual con- 
vention which was held at Jamestown, 
N. Y., September 11 and 12. Charles 
Zortman, Edinborough Cooperative 
Milling Co., Edinborough, Pa., was 
chosen vice president, and Lewis W. 
Abbott, Richardson Milling Co., Ham- 
burg, Pa., was named secretary and 


treasurer. 


Desire for the continuation of the Na- 
tional Federation of Feed Associations 
was expressed at the convention and 


WHY IT PAYS TO BE A DR. SALSBURY DEALER 


. alone. ... you can meet 


EVERY poultry medication need of your customers includ- 


ing vaccination. 
known and well accepted. 


Every product is well advertised, well- 


Featuring this line brings you customer satisfaction . 
and, as a result, a constantly growing repeat business be- 
cause every Dr. Salsbury producti is the most effective known 
treatment of its type. This is assured by the Salsbury staff 
of renowned poultry health scientists, the unsurpassed 
laboratory and production facilities, and the rigid standards 
of absolute purity and highest quality of all ingredients. 

Stocking only this one line means, too, minimum invest- 


ment and fastest possible turnover. 


Every Dr. Salsbury 


product is priced to give you a generous profit and is nation- 


ally a 
service to your customers. 
self... 


DR.SALSBURY $ 


CHARLES CITY, | 


advertised for quick customer acceptance. 


For fullest 
. and maximum profit for your- 


. concentrate on the Dr. Salsbury line. 


LABORATORIES 
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maintaining of membership in the orga- 
nization was approved. It was reported 
by several dealers present that a co- 
operative milk producers association 
was selling feeds to farmers at $1.00 
per ton over the wholesale costs. The 
dealers were requested to send facts on 
this competition to the secretary of the 
Pennsylvania association for further ac- 
tion at the mid-winter meeting. 

Mr. True, the newly elected presi- 
dent of the association, is widely known 
ini the feed trade as an expert on ac- 
counting and feed store _management, 
and is the author of a series of articles 
which were published in The Feed Bag. 
More of them will appear in future 
numbers. 


A guest at the convention was Fred 
M. McIntyre, Potsdam, N. Y., president 
of the Eastern Federation of Feed Mer- 
chants, who stopped at Jamestown en- 
route to the convention of the Grain & 
Feed Dealers National association at St. 
Louis. 


Mr. Abbott, secretary and treasurer of 
the Mutual Millers association, was un- 
able to be present at the sessions be- 
cause of an operation which he under- 
went recently at a Buffalo hospital. 


Penn Association Picks 
Selby as President 


The combating of portable mill com- 
petition was one of the chief topics of 
discussion at the 58th annual meeting 
of the Pennsylvania Millers & Feed 
Dealers association which was held at 
Harrisburg, September 25. Methods of 
halting the inroads of the itinerant 
grinder were explained by H. R. Went- 
zel, Yardisburg, Pa. 

A. R. Selby, Germantown, Md., was 
elected president of the association to 
succeed W. K. Harlacher, Highspire, 
Pa. George I. Godshalk, Bangor, Pa., 
was chosen first vice president; Lynn 
Vermilyea, Muncy, Pa., second vice 
president, and E. J. Eshelman, Lan- 
caster, Pa., treasurer. George Stuart, 
Harrisburg, Pa., was reelected to serve 
as secretary. 

Of interest to feed dealers was a talk 
by Dr. J. E. Hunter of the Pennsyl- 
vania State college who spoke on “The 
Use of Soy Bean Oil Meal and Corn 
Gluten Meal in Turkey Rations.” J. 
Hansell French, secretary of agriculture 
for Pennsylvania, was the leading 
speaker at the banquet. 


FREDERICK A. WAND, Soya Pro- 
ducts division, the Glidden Co., Chicago, 
returned to his office recently from a 
tour of the soy bean growing sections 
of the country. 


JOHN W. JOUNO, manager of the 
feed department, Donahue-Stratton Co., 
Milwaukee, hurried back from the Grain 
& Feed Dealers National association 
convention at St. Louis to help cele- 
brate the 81st birthday of his father who 
resides at Greenbush, near Plymouth, 
Wis. The father’s name is John and 
our friend in the feed trade is John the 
VIII of the Jouno family. 
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Feed Men Vote 
To Continue 
Own Associations 


At St. 


ONTINUATION of the Na- 
( tional Federation of Feed Asso- 

ciations so that it will be ready 

to meet any emergency without 
reorganization should the government 
continue its efforts to regiment indus- 
try, in accordance with the expressed 
intention of the Roosevelt administra- 
tion, was voted at a meeting of the 
toard of directors of the federation held 
at the Jefferson hotel, St. Louis, Mo. 
September 20. 

The report of the financial condition 
of the federation as of September 1, 
1935, was made by Secretary-Treasurer 
David K. Steenbergh, Milwaukee. The 
report showed that the federation had 
collected from various sources a total 
ot $3,624.90 and expended in its work 
a total of $3,897.73, leaving a visible 
deficit of $272.83 plus an amount of 
$75.00 which had been loaned to the 
federation, $50.00 from the Dreyer Com- 
mission Co., and $25.00 from the J. C. 
Shaffer Grain Co. 

President E. C. Dreyer, St. Louis, 
requested that the loan made by his 
firm be hereafter considered as a gift. 
To meet the remaining deficit, on mo- 
tion of W. W. Cummings, Toledo, Ohio, 
seconded by Lionel True, Springville, 
N. Y., it was decided to collect an as- 
sessment of $35.00 from each affiliated 
association and associate member in ad- 
dition to the annual membership fee of 
$25.00. 

The deficit assessment will be used 
exclusively to pay the outstanding ac- 
counts after which any remaining bal- 
ance will be prorated back to the con- 
tributors. The current membership 
fees to be collected will be more than 
ample to keep the federation going as 
Secretary Steenbergh agreed to serve 
without remuneration and the only ex- 
penses will be for stationery, postage, 
mimeographing, etc. 

W. D. Flemming, Minneapolis, secre- 
tary of the Northwest Retail Feed as- 
sociation, was elected a director to fill 
the vacancy due to the resignation of 
E. L. Kreger, Ralston, Iowa. Two 
other vacancies were not filled. 

For economy reasons it was decided 
not to hold any national convention of 
the federation during the ensuing year 
unless one should become necessary be- 
cause of a trade emergency. The 
present officers including President 
Dreyer, Secretary-Treasurer Steenbergh 
and Executive Vice President Floyd 
Oles, Seattle, Wash., will continue to 
serve in their respective capacities. 

Following adjournment of the feder- 
ation directors, the regular annual 
meeting of the National Feed Distribu- 
tors association was called to order by 
President Max Cohn, Buffalo. 

_The financial report presented by 
Secretary-Treasurer John W. Jouno, 
Milwaukee, sharply contrasted with that 


Louis 


of the federation inasmuch as. this 
wholesaler’s organization had a substan- 
tial balance in the bank with all obli- 
gations taken care of. 

The present officers were reelected to 
serve for another year and it was de- 
cided that with ample money in the 
treasury to take care of immediate re- 
quirements there would not be any col- 
lection dues from old members. 


R. H. KAERCHER, Globe Milling 
Co., Watertown, Wis., returned recent- 
ly from an 18-day trip to Williams- 
burg, Ont., where he spent an enjoy- 
able vacaton. 


PETER GLUISTRI, proprietor of 
Gluistri’s feed store, Kenosha, Wis., is 
attacking his duties with new vigor as 
the result of an enjoyable vacation 
which he spent with his family at 
Thunder Lake, Wis. 


Kellogg, Donahue-Stratton 
Interests Are Merged 


Donahue-Stratton Co., Milwaukee, 
which recently acquired the interests of 
the late John Kellogg in the John Kel- 
logg Co., Chicago, has merged the two 
businesses and will hereafter operate as 
a Delaware corporation under the name 
Stratton Grain Co., 
with offices in Mil- 
waukee, Chicago, St. 
Joseph, Mo. and 
New York. 


The firm will con- 
duct a general grain 
and feed business 
from elevators at 
Milwaukee, Chicago, 
St. Joseph, Depot 
Harbor, Ontario; 
Schneider, Ind., and 
Savanna, IIll., with a 
total storage capacity of approximately 
10,000,000 bushels. 

Permanent officers of the new com- 
pany are H. M. Stratton, president; H. 
H. Hicks, E. S. Terry, O. S. Dowse, 
A. R. Taylor, and John W. Jouno, vice 
presidents; A. D. Bennett, treasurer: 
E. L. Leistikow, H. S. Obermayer and 
William Enke, Jr., assistant treasurers; 
John F. Stratton, secretary, and R. G. 
Leistikow and H. Elker, assistant sec- 
retaries. 

0. S. Dowse will be in charge of the 
Chicago office, A. R. Taylor at St. Jo- 
seph, Mo., and R. G. Brandt at New 
York. 


GARVIN COOPERATIVE Eleva- 
tor Co., Tracy, Minn., is completing a 
large building project including the con- 
struction of a 28x60 foot machine shed 
and 28x52 feed mill. Joseph Rolstad is 
manager. 


H. M. Stratton 
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Floyd Oles 


Mr. Oles, manager, Pacific Northwest Feed 
association, Seattle, Wash., although unable 
to attend the St. Louis convention voted by 
— for continuing the National Federa- 

ion. 


T. A. STRID, manager, Farmers Co- 
operative Exchange, Rock Rapids, Ia., 
for the past seven years, has resigned 
to take charge of sales and purchases 
for the Cargill Grain Co. at its terminal 
elevator in Green Bay, Wis. He will 
assume his new duties November 1. 


FRANCIS SORENSON, son of S. 
G. Sorenson, Tomah, Wis., returned re- 
cently from a two weeks’ trip to the 
Lac du Flambeau region with a 25-lb. 
muskie which is believed to be one of 
the largest fish caught there this year. 


PEOPLE'S FUEL & SUPPLY 
Beaverdale, Ia., is building a new post- 
office, coal office, feed store and eleva- 
tor. Cost of the entire project is ex- 
pected to approximate $30,000. George 
H. Schaaf will be manager of the feed 
store. 


DICKINSON DIES 

Charles Dickinson, 77, member of the 
grain firm of Albert Dickinson & Co., 
Chicago, and the Dickinson Seed & 
Feed Co., Minneapolis, and Chicago 
died of a heart attack in New York 
City, September 2. He was nationally 
known in the aviation industry as well 
as the grain trade. 


IOWA 

Amerco Feed & Milling Co., Council 
Bluffs, was damaged by fire September 
11. Loss was estimated at $8,000. 

Bills Milling & Feed Co., Sioux City, 
sustained damages of $25,000 in a fire 
which practically destroyed the plant. 

Davenport Elevator Co., Davenport, 
has opened a retail feed store at Second 
and Ripley streets. 

George Ellison has taken over the 
elevator formerly operated by the Hin- 
ton feed mill, Hinton. 

W. G. Apfel has sold his interest in 
the Shell Rock Grain & Milling Co., 
Shell Rock, to his partner, J. T. Par- 
sons. 

A. A. Thompto & Sons elevator, 
Kensett, has been reopened with E. A. 
Thompto as manager. A grinding and 
mixing plant is being operated. 
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FRANK J. 
Milling Co., Minneapolis, is an ardent 
fisherman but he likes to go places 


KOVARIK, Excelsior 


where the fish really bite. His favorite 
spot for the past two seasons has been 
Itaska Park, Minn., where he says you 
can always get the limit of crappies or 
sunfish without leaving the pier and in 
less than an hour’s time. 


W. B. WEBB, president of the Wa- 
basha Roller Mill Co., Wabasha, Minn., 
finds it unnecessary to go to Canada 
or elsewhere for canoe trips. Over the 
weekend of September 14, Bill had his 
Big Jo truck take two canoes and 
equipment to Durand, Wis., from where 
he and three of his friends paddled down 
the Chippewa and into the Mississippi 
to Wabasha. Fly casting on the way 
down netted 16 fine black bass. 


Carefully Sifted for Feed Dealer Consumption 


FAMILY FOREST 
Judge: “How many children do you 
have, Mirandy?” 
Mirandy: “Well, jedge, I has two by 
my first husband, one by my last hus- 
band and then I has two of my own.” 


Love makes the world go round. So 
does a good swallow of tobacco juice. 
* 


fully dirty.” 


TRUE HISTORY 
Salesman: “How is it that you are so 
familiar with the Smith’s private af- 
iairs.” 
Dealer: “We took care of their parrot 
during the summer holidays.” 
* x 


SILENCE NOT GOLDEN 
Helper: “I have been here for 20 
years without asking for a raise.” 
Dealer: “That’s why you have been 
here for 20 years.” 
* 


DOING WELL 

First Grad: “What’s become of Ros- 
coe, our old cheer leader?” 

Second Grad: “Doing fine. He takes 
contracts to direct the booing of sheriffs 
at farm foreclosure sales.” 

* * * 


CAUGHT SHORT 
Banker: “Now tell me just what you 
need most to weather this financial 
storm?” 
Broker: “A raft of money.” 
#£ 


VERY OBSERVING 
Boss: “Miss Hammerkeys, did you 
notice the clock when you came in?” 
Stenographer: “Yes I did. It’s aw- 


*x* * 
The only chicken connected with 


| most chicken sandwiches is the waitress 


#4 that serves them. 


PLEASED CUSTOMERS 
COME BACK FOR MORE 


Quaker Feed users come back for more. 


\N 


Thousands of them have been “coming 
back for more” year after year—because 
Quaker Feeds build profits for them. 
Because Quaker Feeds produce profit- 
able results their fame spreads. What 
they do for others, recommends them to 
farmers who want to produce more eggs, 
more milk and butter fat, raise more and 


better pigs per litter, and more 
pounds of beef per pound of feed. 
That is why Quaker Feeds 
are profit builders for Quaker 
Dealers. They re-sell themselves 
and attract new customers. 


THE QUAKER OATS COMPANY 


CHICAGO, U.S. A. 


Dept. 15-J . . 141 West Jackson Blvd. . . 
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WELL DIRECTED 

Guest: “Hello, old pal, how do you 
find it in this new home?” 

Host: “Walk right upstairs and two 
doors to the left.” 

* * 
GENTLEMAN BROKE 

Scad: “How did he lose his fortune 
—preferred stock?” 

Scud: “No. Preferred blondes.” 


Pity the poor garbage man. He’s in 
the dumps most of the time. 
A REAL THRILL 
Last night I held a little hand, 
So dainty and so sweet; 
I thought my heart would surely break, 
So wildly did it beat. 
No other hand in all the world 
Can greater solace bring, 
Than that sweet hand I held last night: 
Four aces and a king. 
* * * 


Dealer: “Do you know that a single 
fly can have a thousand flies?” 

Son: “Goodness! How many do the 
married ones have?” 

* * * 
CORNHAY WEAKLY NEWS 

The engagement of Ned Flunk to So- 
phie Gail has been broken off because 
of a misunderstanding. He understood 
we had money and she understood he 

ad. 

Clem Snodergrass, Cornhay’s philoso- 
pher, advises that when you “lamp” a 
swell looking “flame”, don’t get her 
“lit” up unless you are a “match” for 
her husband. 


Orn 
— _| RUSH || LOAD OF QUAKER > 
Quaker 
N \ 
Tre Quater 
\ 
\ Quaker \ Quaker | 
SUGARED 
\ POULTRY FEEDS 
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TO MR. STEPHEN B. WILDER You have just been elected president 


DEAR MR. PRESIDENT: of the Grain and Feed Dealers’ Na- 
3 ; tional association. You did not seek 


ae the honor but rather accepted the 
office to fulfill your responsibility to the industry in which you earn your living. 


THE FEED BaG believes you will consider the responsibility seriously and con- 


sequently is taking this opportunity to offer the following suggestions for the 
good of the organization: 


(1.) Begin a frequent bulletin service to your members. Let them know 
through a direct message what you are doing for them and keep them informed 
about legislation, legal interpretations and other matters of importance to them 
in the conduct of their businesses. You use direct mail to sell corn and oats 
and this bulletin service would similarly be more effective than ‘‘Who’s Who” 
in keeping your membership sold. You’d be assured of publication support, 
too, because the material in your bulletin service would be news to every publi- 
cation serving the grain and feed trade. 


(2.) Discontinue publication of ‘‘Who’s Who in Grain and Feed’’. The 
editing of this semi-monthly magazine takes too much of the time of your 
secretary and his assistants. Their time should be devoted directly to the work 
of the organization — to making membership a greater asset, to maintaining 
association services and interest. Your associates have long contended that 
the government should keep out of the grain trade and so logically the grain 
trade should keep out of the publishing business. Your publication can never 
be as effective as a bulletin service, but if it is all important, however, make 
it stand on its own feet and pay the editor and the rent as well as the printer. 


(3.) Improve your programs to make your convention sessions more 
worthwhile. There were 35 persons from your registration of almost 700 in 
the convention hall listening to some of the speakers at St. Louis. Your pro- 
gram is too crowded, there are too many committee reports, you have too 
little of really general interest to hold the attention of a group as diversified 
as your membership. Perhaps the problem could be solved through more 
careful planning of one or two general sessions and several group sessions — 


one for terminal grain merchants, one for feed men, one for country shippers, 
etc. 


(4.) Concentrate your membership activities on wholesalers. There are 
thousands of firms in this classification scattered throughout the United States. 
Interest these people, serve them efficiently and they will be found able and 
willing to support your organization. The country shippers and feed dealers 
now have state and sectional organizations of their own and can be depended 
upon to cooperate with you for every worthwhile purpose — particularly if 
you will show some interest in their welfare which goes beyond selling them a 
subscription to your magazine at $1.00 per year. 


You can make these improvements, Mr. Wilder, without a reorganization, 
without a new secretary, without a new deal — but whether you do or not, 
they are offered with the utmost sincerity at our command and with no thought 
of personal gain or business advantage. 


DAVID K. STEENBERGH. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Date File 


With the press of immediate business 
on his mind it is difficult for a dealer 
to remember the important things he 
has set aside to do for a future date. 
One Illinois feed store owner, however, 
assures himself that a fickle memory 
will not deprive him of the opportunity 
to increase his business. In a conver- 


sation the fact may develop that a 
customer will be in the market for feeds 
a month hence. After the patron has 
departed, the dealer requests his office 
girl to make a note to this effect on a 
slip of paper and to place it in a date 
file provided for that purpose. When 
the date for which it is marked arrives, 
the girl places the notation on the deal- 
er’s desk and he can go to work. Such 


FEATURE 


Oo. ve 


MINNEAPOLIS, 


FEEDING SEASON AHEAD 


Sterling and Northland Brands 
for Steady Dairy Production 


It’s the size of the cream check that fixes 
the cost of the feed. Northrup, King & 
Co.’s Sterling and Northland brand feeds 
are scientifically mixed and balanced to 
produce the extra quarts that spell profit. 


Start the feeding season 
off right by stocking and 

pushing Sterling and 
FEQe Northland Dairy Feeds. 


NORTHRUP, KING & CO. 


Dependable 
Since 1884 


MINNESOTA 
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information as “Jim Brown selling load 
of hogs; see him on account he owes,” 
or “Richard Black moving to old Lan- 
don farm; get acquainted with him,” is 
valuable to remember when the time 
arrives and a good date file will serve 
as an excellent reminder. Cardboard 
divisions can be used to indicate the 
future dates on which the information 
is to be called to the dealer’s attention. 


Cider Mill 


Farmers in a New York dealer’s ter- 
ritory have an excess crop of apples 
this year, but the fruit is not going to 
waste if this aggressive feed merchant 
can help it. He has picked up an in- 
expensive second hand cider mill and 
is advertising the free use of it to all 
who wish to add to their cellar stocks 
of refreshing apple juice. Farmers are 
flocking to the store with their apples 
and in return are showing their appre- 
ciation by taking home a nice volume 
of feed orders. The dealer is satisfied 
to note that the investment he made 
in the cider mill has been repaid many 
times over by the increase in business 
which it has developed. 


Lucky Break 


Everyone has at some time or other 
experienced a lucky break which con- 
tinues to live in his memory. An inter- 
esting and profitable contest was re- 
cently conducted by a Michigan feed 
store manager taking advantage of this 
situation. He advertised and asked his 
customers to send in accounts of the 
luckiest moment they ever experienced 
in their lives. Many humorous as well 
as serious “true stories’ were received. 
Feed and other items handled by the 
dealer were offered as prizes. The local 
newspaper took advantage of the oppor- 
tunity to add to the color of its edi- 
torial columns by printing the better 
stories received and thus gave the 
dealer a lot of free publicity. At the 
close of the contest the dealer published 
a large ad with the heading, “Lucky 
Break.” The copy appearing beneath 
pointed out that the luckiest thing many 
farmers could experience was to feed 
the dealers’ brand of rations. It served 
as a splendid tie-up and fitting conclu- 
sion to the contest. 


Marked Seeds 


Thousands of dollars in losses are 
suffered annually by feed dealers as a 
result of stolen seeds. In most cases 
if the goods are recovered it is impos- 
sible to tell to whom they belong. A 
Wisconsin feed dealer is going to adopt 
a plan this year to avoid this difficulty. 
He has designed an identifying mark 
which he plans to have made into a 
rubber stamp. This mark is to be 
placed on the bag in an inconspicuous 
place where it is not likely to be ob- 
served by the thieves. If the stolen 
goods are recovered the dealer can 
easily identify them by the mark and 
reclaim his lost property at a great 
saving. A small circle with a cross or 
the initials of the dealer in the center 
would be suitable for the protective 
brand. It should not be too large, for 
an experienced thief might observe it 
and put the seeds into different bags 
to avoid detection. 
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National Dealers Decry Government 
Meddling With Business 


S. W. Wilder Elected Association President 


AAA and government interfer- 

ence in the grain trading busi- 

ness were condemned by the 
Grain & Feed Dealers National associa- 
tion at the 39th annual convention held 
at St. Louis, Mo., September 19-21. 

With the association members as its 
guests the St. Louis Merchants Ex- 
change added color to the occasion by 
royally celebrating its 100th anniversary. 

Milwaukee in 1936 

Milwaukee was chosen as the conven- 
tion city for 1936. It was slated for 
the 1935 meeting but withdrew in favor 
of St. Louis so that the 100th birth- 
day of the Merchants Exchange could 
be appropriately celebrated there. Dal- 
las, Tex. also bid strongly for next 
year’s convention. 

In practically all of the talks de- 
livered at the convention, volleys were 
directed at the policies of the AAA and 
the attempts of the government to 
meddle with the functioning of estab- 
lished grain exchanges. 

C. D. Sturtevant, president, Bartlett- 
Frazier Co., Chicago, and chairman of 
the association’s grain committee on na- 
tional affairs, sounded the keynote of 
the grain trade’s sentiments declaring 
that “we have not yet been completely 
swallowed, but the process of digestion 
has begun and unless it can be stayed, 
the grain trade as we know it will be 
eliminated from the body economic. 

Cites Dangers Ahead 

“Whether we can reverse the process 
or not is doubtful. I feel that the only 
thing we can do is to follow our tra- 
ditional course of delaying the onward 
advance of federal domination as long 
as possible. Eventually, unless we can 
successfully combat the forces arrayed 
against us, the distribution of grain will 
be in the hands of the federal govern- 
ment, perhaps disguised as the Farmers 
National Grain Corporation. The only 
grain men then will be on the govern- 
ment payrolls, absorbed into and made 
a part of bureaucracy.” 

Mr. Sturtevant cited the plight of the 
railroads as a result of government reg- 
ulation in emphasizing what the out- 
come may be for the grain industry. A 
resolution embodying the views of the 
speaker was adopted at the close of the 
convention. 

Stop Federal Control 

“We earnestly urge,” it stated in part, 
“that production control measures be 
abandoned and that the energies of gov- 
ernment be directed toward the develop- 
ment of our domestic markets and the 
expansion of markets for our own 
American agricultural products abroad 
through the operation of the export 
debenture plan, export subsidy and the 
overcoming of existing tariff barriers 
through reciprocal trade agreements.” 

Other resolutions adopted included 
elimination of the taxes on futures trad- 
ing, abolition of all government at- 
tempts at price fixing and opposition to 
the Normal Granary Plan of increasing 
farm storage through government sub- 


Ce restrictive policies of the 


sidy. 

Ward A. Brown, Ralston-Purina Co., 
St. Louis, welcomed the convention to 
the city and explained that the St. Louis 
exchange, of which he is head, through- 
out its 100 years of experience remains 
convinced that its system of grain dis- 
tribution could not be improved upon 
by the AAA stabilization, or other gov- 
ernment experiments attempted in re- 
cent years. 

O. F. Bast, Minneapolis, vice presi- 
dent of the association, responded to 
the welcome, and substantiated Mr. 
Brown’s claims of the importance of 
established exchanges in the distribu- 
tion of grain. 

Banquet Colorful Affair 

W. Sanford Evans, grain statistician 
from Winnipeg, spoke on the Canadian 
wheat situation; Emory L. Cocke, Ash- 
craft-Wilkinson Co., Atlanta, Ga., dis- 
cussed the cotton and peanut situation 
in the South, and Dr. Raymond T. 
Parkhurst, National Oil Products Co., 
Harrison, N. J., talked on the import- 
ance of vitamin A and D in livestock 
feeding. Past activities were reviewed 
and the need for stronger membership 
in the association was cited in the re- 
ports of F. A. Derby, Topeka, Kans., 
president of the association, and Charles 
Quinn, St. Louis, secretary. 

The annual banquet held on the eve- 
ning of the second day of the conven- 
tion was replete with gayety and color. 
Members of the St. Louis Merchants 
Exchange were out to celebrate their 
centennial in great style with the grain 
and feed men as their guests and they 
did just that. After those present had 
enjoyed a delicious menu and the music 


MICHIGAN 

Charles Sterner has closed his feed 
store on Pleasant street, Watervliet, 
Mich., and moved the stock to 104 Pearl 
street, where he will continue in busi- 
ness. 

Farmers Elevator Co., Richmond, has 
installed a new feed mixer. 

F. C. Porter, Altona, has installed a 
new feed mill equipped with a magnetic 
separator. 

McLaren Elevator Co., is now oper- 
ating the Muir elevator, Muir, with C. 
M. McLaren of Plymouth as manager. 

Rudyard Feed Co., Rudyard, operated 
by J. H. McInnis, is constructing a new 
8,000 bushel elevator for handling flax, 
oats, rye and barley. 

Wilson Bros., Marlette, are consider- 
ing the construction of a building to 
provide 10,000 bushels of additional 
grain storage. 

R. J. Banton, formerly manager of 
the Muir Elevator Co., Muir, has taken 
over the management of the Fenwick 
Elevator Co., Fenwick. 

Great Lakes Fruit Ind., Inc., Eau 
Claire, have built a new addition to 
their elevator and feed mill and in- 
stalled a new mixer. 

E. B. Stiles, Stockbridge, is adding a 
two-story, 20x24 addition to his eleva- 
tor. 
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and entertainment provided. tables were 
cleared away and dancing occupied the 
remainder of the evening. 
Ladies Well Entertained 

Mrs. J. M. Adam and her cominittee 
kept the ladies entertained during the 
entire convention with a bridge party, 
fashion show and a trip to the art mu- 
seum and the Anheuser-Busch brewery. 

The golf tournament held at the Nor- 
wood Country club on the afternoon 
of the second day of the convention, 
attracted a large number of entrants, 
and more than 40 prizes were awarded 
to the winners at the banquet in the 
evening. The grand prize, a beautiful 
trophy, presented by the St. Louis Mer- 
chants Exchange, was won by E. F. 
Winslow, Winslow-Evans Co., Indian- 
apolis. 

Wilder Elected President 

S. W. Wilder, Cedar Rapids, Ia., was 
elected president of the association to 
succeed Mr. Derby at the close of the 
convention. O. F. Bast, Minneapolis, 
Minn,, was reelected first vice president 
and Elmer H. Sexauer, Brookings, S. 
D., was chosen second vice president. 

The new board of directors includes 
J. J. Murphy, Chicago; Harry H. 
Green, Pattonsburg, Mo.; L. M. Swift, 
Lansing, Mich.; A. H. Hankerson, San 
Francisco, Cal.; O. M. Kellogg, Denver, 
Col.; H. L. Kearns, Amarillo, Tex.; 
James H. Gray, Springville, N. Y.; H. 
L. McIntyre, Seattle, Wash.; Carl J. 
B. Currie, Boston, Mass.; B. J. O’Dowd, 
Kansas City, Mo.; John R. Jirdon, 
Morrill, Neb.; F. Peavey Heffelfinger, 
Minneapolis, Minn.; Frank M. Baller, 
Spokane, Wash.; O. R. Sickert, Mil- 
waukee, Wis., and John O. Ballard, St. 
Louis, Mo. 


MINNESOTA 

Garvin Cooperative Elevator Co., 
Mankato, is completing the construction 
of a 28x60 foot machine shed and a 
28x52 foot feed mill costing approxi- 
mately $25,000. 

Barnum Farmers Cooperative Co., 
Barnum, is building a new feed ware- 
house. 

Leonard Dybevik has purchased the 
former Spencer feed mill, Blue Earth, 
and has opened it for business. 

Goldfine’s of Duluth have opened a 
general feed warehouse in the Barrett 
building, Virginia. 

Nerstrand Farmers Elevator Co., 
Nerstrand, is planning to build an ad- 
dition to house feed grinding machin- 
ery and provide storage bins. A feed 
mixer may also be installed. 

Houk Grain elevator and feed mill, 
Good Thunder, has been purchased by 
N. H. Mongeau. The former owner, 
R. L. Houk, 81, has retired from busi- 
ness. 

Cooperative Flour & Feed Co., St. 
Cloud, is constructing a new branch 
warehouse in Granite Falls which it 
will open for business soon. E. S. Gun- 
hus will be in charge. 

Charles Buley is operating the Ried- 
ler feed mill, Henderson, which he re- 
cently leased. 
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F. W. SHEKEY, Farm Bureau Co- 
operative, Fort Atkinson, Wis.,  re- 
turned recently with his family from a 
trip to Yellowstone National park. He 
spent two weeks on the journey and 
covered more than 3,500 miles traveling 
through Wyoming, Montana, the Da- 
kotas and Kansas. 


CHANGE NAME 

Minneapolis Linseed Meal Co., Min- 
neapolis, recently organized, has 
changed its name to the Northwest 
Linseed Meal Co. Maurice J. Beau- 
baire is manager. He was formerly 
secretary and treasurer of the old 
Northwestern Feed Co. and more re- 
cently head of the Acme Feed Products 
Co., Minneapolis, which will be con- 
tinued with Marshall Beaubaire as 
manager. 


More District Meetings Held 
By Central Dealers 


HE Central Retail Feed associa- 
tion sponsored a series of suc- 
cessful and well attended district 


meetings in various parts of 
Wisconsin during the past month. 


At the Burlington meeting which was 
held at Bob Steele’s Rendezvous, Sep- 
tember 12, John V. Lauer, head of J. 
V. Lauer & Co., and first vice president 
of the Milwaukee Grain & Stock Ex- 
change, discussed barley problems with 
the dealers. Arthur Eggen, Wisconsin 
representative of the Mill Mutuals, out- 
lined a number of ways by which deal- 


Listen, 


ance (‘true”’ 
“‘pro’’.) 


Mr. Dealer;— 


Pro Vitamin U-V-W or Ingredi- 
ent X-Y-Z—what you want to 
handle is a complete line of 
Poultry and Dairy Feeds— bot 
at a reasonable price—that can 
be sold at a fair profit— 


Arcady offers you that. 


All ARCADY WONDER 
MASHES are Laboratory 


Tested containing all neces- 
sary vitamins in correct bal- 


ARCADY 


Farms Milling 
Company 
CHICAGO ... ILLINOIS 


vitamins—not 
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ers can cut their insurance costs through 
minor improvements to their plants and 
simple changes in the arrangement of 
their equipment. Arrangements for the 
meeting were made by Walter Uebele, 
Burlington Feed Co., a past president 
of the association. 

A. L. Flanagan, Fraser-Smith Co., 
Milwaukee, led the discussions on bar- 
ley at the Jefferson meeting which was 
held at the Wisconsin house, Thursday, 
September 26. Mr. Eggen talked on 
insurance. About 40 dealers attended 
the meeting, including F. E. Parker, 
Fennimore Farmers Warehouse Co., 
Fennimore, Wis., who drove several 
hundred miles in order to be present. 
Arrangements for the meeting were 
made by Bill Frank, Jefferson Flour & 
Feed Co. 

Walter Holstein, Mohr-Holstein Com- 
mission Co., Milwaukee, talked to the 
dealers on barley at the Green Bay 
meeting which was held October 3 at 
the Beaumont hotel. T. E. Brennan, 
T. E. Brennan Co., insurance advisors 
at Milwaukee, discussed some of the 
many things that can be done to reduce 
insurance premiums. William Knauf, 
Knauf & Tesch Co., Chilton, was in 
charge of arrangements for the meet- 
ing. 

Carl Houlton, manager of the grain 
department of the LaBudde Feed & 
Grain Co., led the barley discussions 
at the meeting at Fond du Lac held 
October 10 at the Elks’ club. Mr. Eg- 
gen of Mill Mutuals again talked on 
insurance and many agreed that his ad- 
vice was worth many dollars to them. 

Another feature of the Fond du Lac 
meeting was the gathering of salesmen 
serving the feed trade in the associa- 
tion’s territory for the purpose of form- 
ing 2a Salesmen’s club to be affiliated 
with the association as an auxiliary. 
This gathering was called by Lynn Wil- 
liams, Stratton Grain Co. representa- 
tive, who was elected chairman of a 
committee to draft articles for organiza- 
tion at the salesmen’s meeting at Bea- 
ver Dam, September 5. 

Mr. Williams, Jack Walsh, Arcady 
Farms Milling Co., and Bill Quady, 
Quaker Oats Co., met in the office of 
the association in Milwaukee on Satur- 
day, September 14, and drew up a ten- 
tative draft of articles which were acted 
upon by the salesmen at Fond du Lac. 

Don Mihills, National Food Co., Fond 
du Lac, made all arrangements for the 
meeting and Larry Hartzheim, Hartz- 
heim Fuel & Feed Co., Beaver Dam, 
spoke in place of Colby Porter, Fox 
Lake, president of the association, who 
had addressed all previous meetings. 

Another meeting, to be held at Wau- 
sau late in October, is now being ar- 
ranged. 


ROY SHELLIAM has taken over 
the former Mound City mill, Platte- 
ville, Wis. 


J. R. STUART, Reliance Feed Co., 
Minneapolis, was the first man in the 
feed trade to own one of the new 1936 
Buicks. Jack’s car was delivered to him 
on September 14, considerably in ad- 
vance of the first public showing. 
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Farmers Go Back to Balanced Feeds 


Prospects Brighter for Dealers 
Time Ripe for Real Merchandising Effort 


HE flag no longer hangs half 

mast over the farming country. 

Out where the tall corn grows 

the homespun folks are talking 

and living better times with full con- 

fidence that the increased revenue they 

have been receiving for their products 
is destined to continue. 

There is a merrier cackle sounding 
from the henhouse and a more con- 
tented look in the cow’s eye. Dairy 
herds and poultry flocks which, in many 
cases were “starved” through the lean 
years are again receiving full rations 
and bringing delight to their masters 
with good returns from eggs and milk. 

What the Farmers Say 


Farmers in a representative dairy and 
poultry area were unanimous in express- 
ing the new optimism. We listened to 
their story with one foot propped on 
the beam of a corn binder, chatting 
across a kitchen table or standing in 
the midst of an industrious flock of 
white leghorns with the birds brushing 
past our feet. 

The feed dealer entering into a new 
fall and winter feeding season has 
every reason to rejoice with the farm 
folks. For they are going to buy feeds, 
because they are getting more income 
from their milk and eggs and can in 
turn afford to spend the money. 

Cows Happy Again 

Jim Steele with 30 fine Guernseys 
told us that up until last year he had 
been keeping his herd on corn silage, 
pasture, when available, and meager ra- 
tions of grain. Last fall he bought 
some linseed meal to mix with home- 
grown grains and admitted that he gave 
his cows a treat they hadn’t enjoyed 
for a long time. In a week or two he 
is going to lay in a stock of manufac- 
tured feeds again. 

“Milk prices are better,” he explained, 
“and I can afford to do it. The best 
feed in the world can’t make money for 
you if the check you get from the 
creamery just about pays for the gro- 
ceries.” 

David Cheaney had been farming for 
33 years. He takes great pride in his 
dairy herd which he has developed into 
one of the finest in the neighborhood. 
But during the past three or four years 
he was compelled to dispose of some 
of the animals and feed the balance on 
the grain and fodder which he was able 
to glean from his 90-acre farm. This 
fall he has replaced the cows which 
hard times compelled him to sell. He 
has harvested a good crop of grain and 
has purchased the necessary concen- 
trates from his local feed dealer which 
he is mixing with the grains to make 
a balanced ration. 

In the Black Now 

“Tf we had another year like the past 
three or four,” he said, “I would have 
gone broke. I went in the red again 
in 1934 but this year the profits are 
coming in. Now I feel as if I can 
nee! my cows the way they should be 
ed. 

The little farm of John Horn situated 


By Emil J. Blacky 


on a knoll overlooking the countryside 
looks like an army barracks. He is a 
real poultry farmer and a discriminat- 
ing feeder. The 2,000 white leghorns 
which inhabit the hen houses cackle 
so loudly that one must shout to be 
understood. But the flock has some- 
thing to make noise about, for it is 


EMBERS of The Feed Bag 
M staff are always out in the 

country in regular contact 
with the feed dealers about and 
for whom they are writing. The 
article herewith, however, comes 
as the result of a day with ac- 
tual feeders. The findings sub- 
stantiate current reports of bet- 
ter times on the farm with con- 
sequently better business for 
the feed trade. 


maintaining about 80 per cent produc- 
tion and returning a handsome profit 
over the cost of feed. Mr. Horn is well 
along in years. 
Poultry Outlook Bright 

“IT wish I was a younger man,” he 
said, “I’d get myself more chickens and 
show you how to make real money. 
There’s a bright future in the poultry 
business. The outlook is better than it 
has ever been.” 


The Horn poultry farm is a prize 
account about which any feed dealer 
might boast. Aithough the genial pro- 
prietor specifies his own formula he pur- 
chases practically all of the ingredients 
from his feed store man. He 1s a crab 
on cod liver oil, the proper type and 
quality of protein—in fact he insists 
that every ingredient going into the 
mashes which he feeds to his flock is of 
the best. 


Mr. Horn laments the fact that many 
feed dealers know so little about the 
feed they sell. This, however, does not 
apply to the one from whom he makes 
his purchases. 


Know Your Stuff 


“Feed dealers,” he said, “could get 
a lot more orders if they knew some- 
thing about the merits of products they 
are selling instead of taking the manu- 
facturer’s word for it and merely pass- 
ing on his claims. A good poultryman 
who understands chickens and the feed 
they need, places a lot more confidence 
in a dealer who can talk with him on 
even grounds and possibly offer valu- 
able suggestions that will improve the 
production of the flock. 


“My feed dealer sent a service man 
to my farm when I complained that 
some of my hens were falling off and 
gave signs of disease. He examined 
the sick birds for me, suggested a rem- 
edy and in a short time we had the 
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trouble checked. That’s the kind of 
service we poultrymen like.” 
Cut Out Portables 

One of the farmers visited had an 
enlightening story to tell which dem- 
onstrates the value of advertising. He 
had been patronizing a portable mill 
after being a loyal patron at his dealer’s 
plant. One day a letter arrived in the 
mails which explained point blank that 
a taxpayer of the community ought to 
be entitled to business in preference to 
an itinerant party who contributed noth- 
ing to the public coffers. It also cited 
the hazards courted by the farmer when 
a portable mill operated on the property 
and pointed out the year ’round serv- 
ice available at an established mill. 

“It so happened,” said the farmer, 
“that this dealer was a former neighbor 
of mine, and believe me, the letter made 
me sit up and take notice. I never 
looked at it in that light before and 
the dealer is grinding all of my grain 
again.” 

Ready to Spend Again 

“IT cut down on my feeding program 
during the tough years,” the farmer 
continued, “but this fall I’m going to 
spend some money on feeds because 
I’ve got a decent milk check to bank 
on to pay my bills. These days a fellow 
feels like working and planning because 
it looks like there is something ahead. 
I don’t think the country will have 
trouble for a while in keeping ’em down 
on the farm.” 

And so down the line the same note 
of optimism is expressed. Hope out- 
shines despair; the merry tinkle of the 
cash register replaces the embarrassing 
job of turning down a farmer who asks 
for more credit. 

Feed Dealers, Let’s Go 

Judging from the plans of tried and 
tested farmers, there is going to be a 
better market for manufactured feeds 
this year. Business in concentrates 
such as linseed and soybean meal should 
be particularly good. The farmers are 
still in the habit of feeding their home 
grown grains—a practice which thev 
have been forced into during the past 
lean years. They are willing, however, 
to change from grains alone to a hbal- 
anced ration. 

Prospects look brighter on the farm, 
and now is the time for every feed 
dealer to put on an intensive drive for 
business. Those who work the hardest 
will reap the best harvest, for better 
times or not, merchandising effort is 
the wedge that pries out orders. Feed 
dealers, let’s go. 


OHIO MEETING 

The Ohio Grain, Mill & Feed Dealers 
association will meet at the Norvel 
hotel, Lima, Ohio, October 22. Prob- 
lems affecting the industry will be dis- 
cussed. One of the speakers scheduled 
for the meeting is David K. Steenbergh, 
managing editor of The Feed Bag, who 
will talk on feed merchandising and 
the benefits of organization. 
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They grow like this on Gold Medal Pig 
and Hog Meal. Roy Taylor, Knoxville, 
lll., is the owner of the fine hogs seen at 
the right. Below, Mrs. Taylor is feeding 
two hogs which once were the runts of the 
litter. Gold Medal Pig and Hog Meal, 
fed with com, has enabled them to over- 
come their initial handicap and develop 
quickly and economically. The White 
Leghorns are also Gold Medal-fed. 


PROSPECTS NEVER 
LOOKED BRIGHTER! 


HOGS ARE REAL PROFIT MAKERS IF 
PROPERLY FED. 


In order to get maximum profit from hogs 
they must be fed more than just grain. 


FEEDING HOGS AN UNBALANCED 
RATION ROBS THE FARMER OF THE 
PROFIT HE SHOULD HAVE. 


Gold Medal Pig and Hog Meal is the ideal balancing feed for hogs from start 
to finish. It takes the guesswork out of hog feeding and provides a definite 
feeding schedule from the time the pigs are weaned until they are on the market. 
No other supplements are needed to perfectly balance the home grown grains. 


Gold Medal Pig and Hog Meal is just one of the complete line of Gold Medal 
Feeds that are building business and increasing profit for progressive dealers. 


Write us for full information on how you can obtain the exclusive Gold Medal 


franchise in your territory. 


WASHBURN CROSBY COMPANY 


GENERAL MILLS, INC. 
Minneapolis Kansas City 


“Farm-tested” why not now? 
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Feed Manufacturers 
Association 
Has Service Record 
Since 1909 


By Warren R. Anderson 


Treasurer, American Feed Manufacturers’ Association 


ers’ association was born early 

in the year 1909. Late in the 

nineties and in the first decade 
of the 20th century considerable pro- 
gress had been made in furnishing mix- 
tures of grain and various other pro- 
ducts for farm feeding, and with the 
growth and distribution of these pro- 
ducts various states commenced to 
frame laws primarily for the guidance 
of the manufacture and sale of these 
products and to protect the consumer, 
but the lack of knowledge on the part 
of the average state legislator lead to 
the inclusion in some of these laws of 
provisions harmful to and interfering 
with the conduct of the business. There 
was much confusion between the manu- 
facturers and feed controi officials and 
the industry was in hot water a good 
part of the time. 

In February, 1909, Col. A. G. Winter, 
then president of the American Mill- 
ing Co., Chicago, on a visit to Milwau- 
kee discussed the matter with W. R. 
Anderson and several others, and a plan 
was formed ‘to organize the feed inter- 
ests. Mr. Anderson volunteered to send 
out a call for a meeting to be held in 
Chicago, March 26, 1909, and invita- 
tions were sent to approximately 100 
concerns. 

Genung First President 

There was at that time a National 
Association of Feed Dealers which was 
an organization of wholesalers and dis- 
tributors, and there was an organization 
ot stock food manufacturers. There was 
some sentiment to consolidate with one 
or the other of these organizations but 
the idea prevailed that there should be 
a separate organization for legitimate 
manufacturers of mixed feeds and so the 
American Feed Manufacturers’ associa- 
tion was born. Its first president was 
J. H. Genung of the American Hominy 
Co., Indianapolis; J. C. Reid, of the 
Corno Mills, St. Louis, was treasurer 
and W. R. Anderson, secretary. A com- 
mittee on constitution and by-laws was 
appointed with Mr. Reid as chairman, 
which committee’s report was adopted 
at the meeting as a basis under which 
the infant organization might work. 

It was decided to appoint a member- 
ship invitation committee, which was di- 
vided into groups covering all classes 
and types of feed manufacturers, to en- 
deavor to make the organization thor- 
oughly representative of the industry, 
and the baby association was started on 
its way. 

On May 25, 1909, a further meeting 
was held at Chicago, which was desig- 
nated as the first annual convention 
and was the completed product of the 
organization meeting in March. Fifty 
were in attendance at this meeting, in- 


T: American Feed Manufactur- 


cluding 44 members. J. C. Reid spoke 
on the subject of an organization of 
feed manufacturers. Prof. F. D. Fuller, 
chief of the animal feed and grain in- 
vestigation laboratory of the department 
of agriculture, Washington, D. C., and 
L. F. Brown, head of the feed and fer- 
tilizer division of the state of New 
York, were the guest speakers. J. H. 
Genung was elected president for the 
ensuing year, W. R. Anderson, secre- 
tary, and M. C. Peters of Omaha, Neb., 
treasurer. J. C. Reid was elected chair- 
man of the executive committee. 

Seek Uniform Feed Law 

There was considerable activity dur- 
ing the ensuing year in straightening 
out feed laws in Ohio and other states 
and the first step towards the adop- 
tion of a uniform feeding stuffs law 
was taken at a meeting called at Wash- 
ington, D. C., September 9 and 10 of 
this same year. An invitation was ex- 
tended to the feed control officials of 
the various states to meet and discuss 
this important subject. There were also 
representatives from the United States 
department of agriculture and G. A. 
Chapman of the Quaker Oats Co., was 
chairman of the committee represent- 
ing the American Feed Manufacturers 
association. As a result of this meet- 
ing a joint committee was appointed 
from the manufacturers and feed control 
officials who drew up a draft of the first 
proposed uniform feed law. Mectings 
with other groups, including a meeting 
of the Southern States Association of 
Commissioners of Agriculture at Jack- 
son, Miss., November 16 to 18, were 
also arranged by the association. 

The Association of Feed Control Of- 
ficials was organized at Washington, D. 
C., January 26-27, 1910, and at this 
meeting the president and a number of 
members of the American Feed Manu- 
facturers association were in attend- 
ance, this starting the contact between 
the feed manufacturers and the feed 
control officials which has grown in 
the years that have passed into a spirit 
of close and friendly cooperation. 

Convention at Milwaukee 

The second annual convention of the 
association was held at Milwaukee, Wis., 
May 26-27, 1910. Mr. Genung was re- 
elected president, J. W. Young, treas- 
urer, and Mr. Anderson, secretary. Mr. 
Reid was reelected chairman of the 
executive committee. Dr. N. B. Critch- 
field, secretary of agriculture of the 
state of Pennsylvania was the guest of 
henor and spoke on the uniform feed 
law. Mr. Chapman, chairman of the 
uniform feed law committee, gave a 
report of the committee’s activities. 

The third annual convention was 
held at Indianapolis, May 26, 1911. Mr. 
Genung was again reelected president; 
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Ralph M. Field 

The direction of activities of the American 
Feed Manufacturers’ association is now ca- 
handled by Executive Vice President 

He is generally given much credit 

for his work in the western grain rate case 
and for his economical administration of 
the Code of Fair Competition for the Feed 
Manufacturing Industry. 
Mr. Young, treasurer, and Mr. Ander- 
son, secretary. Mr. Reid was reelected 
chairman of the executive committee. 
The guest speakers at this meeting were 
L. F. Brown, of New York state, presi- 
dent of the Association of Feed Con- 
trol Officials, and Dr. C. D. Woods, of 
Maine, chairman of the executive com- 
mittee. The uniform feed law and state 
legislation in general were discussed. A 
semi-annual convention of the associa- 
tion was held at Columbus, Ohio, No- 
vember 17-18, 1911, at which resolu- 
tions were adopted as to the conduct 
of the association in handling tests of 
provisions in state feedstuffs laws in 
various states which were out of line 
with the proposed uniform feed law 
and harmful to manufacturers. [t was 
agreed that if suits at law were neces- 
sary the association should bear the 
expense through voluntary contribu- 
tions and no member of the association 
should be compelled to be a party to 
any suit cr contribute any money for 
same unless he so desired. 

The fourth annual convention was 
held at Chicago, May 24, 1912. G. A. 
Chapman was elected president and 
Mr. Anderson, secretary-treasurer. S. 
T. Edwards was elected chairman of 
the executive committee. Guest speak- 
ers were W. J. Jones, Jr., of Indiana, 
president of the Association of Feed 
Control Officials and Dr. J. K. Hay- 
wood, of the bureau of chemistry, de- 
partment of agriculture, Washington, D. 
C. Several state officials were also 
present, including L. F. Brown, of New 
York, T. J. Bryan, of Illinois; J. D. 
Turner,of Kentucky, and L. A. Fitz, 
of Kansas, who also spoke briefly. The 
uniform feed law, state legislation and 
the application of the pure food laws 
to grains and grain byproducts were 
discussed. The association at this time 
had 57 members. A semi-annual con- 
vention was held at the Raleigh hotel, 
Washington, D. C., December 17, 1912, 
at the time of the annual convention 
of the Association of Feed Control Of- 
ficials. 

In this year an important decision 
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was handed down in the United States 
district court for the eastern district of 
Virginia in the case of the American 
Milling Co., Chicago, against the feed 
control officials of Virginia, attacking 
the law of that state on the ground that 
it was in violation of the constitution 
of the United States. The Section of 
the Virginia law read that “No manu- 
facturer, etc., shall mix or adulterate 
any feedstuffs with foreign mineral or 
other substance or substances such as 
rice chaff or hulls, peanut shells, corn 
cobs, oat hulls, cottonseed hulls, buck- 
wheat hulls, weed seeds, elevator chaff, 
screenings, flax plant refuse, or similar 
materials of little or no feeding value.” 
The court decided on July 13, 1912, in 
favor of the American Milling Co., and 
issued an injunction preventing the en- 
forcement of the Virginia law, thus es- 
tablishing the right of a feed manufac- 
turer to sell in interstate commerce any 
product that is not poisonous or deleter- 


_ ious so long as he properly and truthful- 


ly describes it. 

The fifth annual convention was held 
at Chicago, May 22-24, 1913. Mr. Chap- 
man was reelected president, Mr. An- 
derson, treasurer. At this meeting, L. 
F. Brown, who had been chief of the 
feed control department of New York 
state, was engaged as secretary and 
commenced his term of office with the 
association with headquarters at Mil- 
waukee. The rapid strides made by 
the organization in the past five years 
made it necessary to have a secretary 
who would devote his full time to the 
work. S. T. Edwards was reelected 
chairman of the executive committee. 
The principal speakers were Dr. T. 
Bryan, Illinois state department of ag- 
riculture; W. J. Jones, Jr., and C. D. 
Woods, Association of Feed Control Of- 
ficials; Judge Stephen A. Foster, who 
had conducted the suit for the Ameri- 
can Milling Co. versus the state of 
Virginia; Dr. J. K. Haywood, United 
States bureau of chemistry; Dr. T. L. 


THE TALK OF THE COUNTRY! 


Acain something has happened in the feed industry. 
This time it’s the development of Pur-“A’”’-tene, the greatest 
contribution to poultry mashes since the discovery of cod- 
liver oil. Just as cod-liver oil supplied the deficiency of 
Vitamin D in poultry feeds, so Pur-a-tene now supplies 
Vitamin A. An outstanding contribution in the improvement 
of laying mashes for poultry health and egg production. 

Pur-a-tene is not for sale on the open market. It is found 
only in Purina Chows. It gives feed merchants handling 
Purina a decided edge over competition. Perhaps you can 
get in on this exclusive improvement in poultry feeds. Per- 
baps your place can be headquarters for the new and bigger 
business that is sure to come with Pur-a-tene. Don’t take 
time to write — wire for complete information! 


PURINA MILLS 


923 Checkerboard Square 


St. Louis, Mo. 


PURINA 
POULTRY. 
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Haecker, University of Minnesota, and 
L. M. McLennon, state food inspector 
of Oklahoma. 

Digest of Feed Laws 

In August, 1913, Secretary Brown 
began the compilation of the digest of 
feed laws of all the states, which work 
was completed by October Ist of the 
same year, and since then has been kept 
up to date by necessary corrections. 
The work is copyrighted by the associa- 
tion and books are issued to members 
only. 

A semi-annual convention was held 
at Washington, D. C., November 17- 
18, coincident with the fifth annual 
meeting of the Association of Feed 
Control Officials. President Chapman 
of the association was the guest speaker 
at the feed control officials meeting and 
his address on feeds and feeding was 
a notable contribution to published 
documents on the subject, being a most 
complete narrative of the development 
of the mixed feed industry particularly 
relating to the utilization of all by-pro- 
ducts having feeding value. 

The sixth annual convention was held 
at Chicago, May 22-23, 1914. G. A. 
Chapman was reelected president, L. F. 
Brown, secretary, and W. R. Anderson, 
treasurer. S. T. Edwards was reelected 
chairman of the executive committee, 

Prof. Elmer S. Savage, Cornell uni- 
versity, was the guest speaker. Prof. F. 
D. Fuller, of Purdue university, also 
spoke on inspection work and J. W. 
Anderson, Kornfalfa Feed Milling Co., 
Kansas City, read an interesting paper 
on “Cooperative Advertising of Feeds”. 
Meetings were held during the year 
with officials of the bureau of chemistry, 
department of agriculture, Washington, 
the Association of American Dairy 
Feed & Drug Officials, and the Offi- 
cial Dairy Instructors association. <A 
semi-annual meeting was held at Wash- 
ington, D. C., November 12th, at the 
time of the annual convention of the 
Association of Feed Control Officials, at 
which R. W. Chapin was the principal 
speaker for the association. In Janu- 
ary, 1915, President G. A. Chapman 
delivered an address at Purdue univer- 
sity before a gathering of several hun- 
dred farmers, feeders, retail feed deal- 
ers and feed manufacturers. His sub- 
ject was, “The Utilization of All By- 
Products Having Any Feed Value”. 

Meet With Feed Dealers 

The seventh annual convention was 
held at St. Louis, June 10-12, 1915. G. 
A. Chapman was reelected president, L. 
F. Brown, secretary, and W. R. Ander- 
son, treasurer. S. T. Edwards was re- 
elected chairman of the executive com- 
mittee. The principal speakers were 
Prof. F. D. Coburn, secretary of agri- 
culture, Kansas; Dr. C. H. Eckles, Uni- 
versity of Missouri; Dr. J. S. Abbott, 
chief, division of cooperation, depart- 
ment of agriculture, Washington, and 
Prof. L. A. Fitz, secretary, Association 
of Feed Control Officials. During the 
year a number of meetings were held 
with different regional associations of 
feed dealers at which state feed laws 
and other subjects of interest were dis- 
cussed. A semi-annual meeting was 
held in Washington, November 17th, at 
the time of the convention of the As- 
sociation of Feed Control Officials. 

The eighth annual convention was 
held at Peoria, Ill., June 1-3, 1916. S. 
T. Edwards was elected president, L. 
F. Brown, secretary, and W. R. Ander- 

(Continued on Page Twenty) 


4 
‘ 
R-A-TENE/, 
iar. 
j 
a 
i 
4 
: 


chandising is the use of special sales features. These 

stores have their spring opening sales, fall opening, 

mid-summer white goods sales, August furniture sales, 
anniversary sales, and things of that sort. There is no reason 
why the farm supply dealer should not take a leaf out of 
those keen merchandisers’ notebooks and promote several 
sound sales events of his own during the year. 

Try a “Farmer’s Day” 

Dealers everywhere, large and small, have put on suc- 
cessful ‘Farmers’ Days”. In some cases they feature the 
complete line of commodities they handle; in other cases, some 
single line which they want to emphasize. In that case they 
would feature a “Purina Saturday” or something similar, de- 
pending on the line to be stressed. Indeed, a few dealers 
have put on such events featuring just one item out of a 
line. Certain dealers in the South for instance have held 
more or less of a spring opening on mule feed—with con- 
siderable success. 

Any special event should be carefully planned and thor- 
oughly advertised. Usually the dealer makes a special price 
on some item as a “leader” to draw customers into the store 
—or offers free equipment to go with purchase of product. 

Dealers who have used this special “Farmer’s Day” idea, 
have also found that it pays to plan certain, special interest- 
ing features. Only a few are mentioned here—the variety is 
limited only by the dealer’s own imagination: 

1—Guessing contests—have everyone coming into the 
store guess the weight of a partially filled sack of feed, or of 
a farm animal, the number of kernels of corn in a jar, the 
number of cubes of feed in a jar. Offer a suitable prize to 
the one guessing closest—probably some appropriate item of 
merchandise. 

2.—Give a ticket with every dollar purchase, or every 
dollar paid on account, and at the end of the day have a 
drawing offering three suitable merchandise prizes to the 
lucky numbers. Prizes may well be items that you’re anxious 
to introduce to your trade. 

3.—Hold a culling contest. If possible secure two hens 
with known trapnest records—a good layer and a poor layer. 
Permit each one coming into the store to guess the eggs each 
lays. 

4.—Milking contests. 
can’t be a free-for-all. 
four or five milkers. 

5.—Put on a miniature fair. Have your customers bring 
in some of their finer stock—some samples of their crops, 
etc. This plan may be used to advantage in connection with 
boys’ calf clubs, pig clubs, and the like. It is possible to 
combine such a fair with a weight-guessing contest, or with 
a contest in which the contestant guesses how many bushels 
of this particular corn was raised to the acre. 

6.—Offer a free gift to the first 20 purchasers of $5 worth 
of goods during the day. 

Of course, you will want to decorate the store for the 
occasion—using manufacturer’s posters, streamers, etc. Have 
your windows dressed with suitable exhibits of the products 
you are featuring. Arrange store displays. Have some of 
your better production records lettered on large cards, or 
pieces of paper and tack them up around the store. You 
may also be able to induce the manufacturer’s salesman to 
be on hand to talk to the farmers who come in. 

Occasionally, you will find a dealer who invites the farm- 
ers to come into his store for lunch on that day. He serves 
them sandwiches and coffee or lemonade. Sometimes dealers 
will also plan to finish off the evening with an entertainment, 


O NE of the strongest features of department store mer- 


For obvious reasons, this probably 
You will arrange entries for three, 
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Merchandising Farm Supplies 


Chapter 7. Special Sales Events 
By F. Harvey Morse 


a barn dance or something similar. 

At least one dealer of the writer’s acquaintance—a dealer 
with a rather effervescent personality—actually piles several 
tons of his product on the sidewalk and when the crowd is 
largest he mounts a box and auction fashion, sells practically 
everything he has brought out. 

Group Selling 

While the “Farmers’ Day” program will bring crowds 
to the store, selling in most cases will be individual, as is 
regular selling in the store or on the farm. In contrast to 
this type is a form of selling known as “group selling’—a 
form which has been growing in favor during the past ten 
years. This is exactly what the name implies—selling a group 
collectively. There are numerous variations to such a method. 

The farmer meeting is the most common example of group 
selling. Such a meeting may be based on a single item, such 
as dairy feed, poultry feed, hog feed, crop improvement, live- 
stock housing, better farm homes—or it may be a combina- 
tion of several of these. A number of dealers plan such meet- 
ings for an evening and open up with a dinner prepared by 
the ladies’ aid society of a local church or the women’s aux- 
iliary of a lodge. Following the meal there will be, perhaps, 
a vocal or instrumental solo. Then some outstanding leader 
in the field brings a message to the group. 

In other cases, such meetings are planned to appeal to 
the entire farm family and have more entertainment features 
worked into them. Hundreds of successful merchants have 
put on programs in the form of little plays, sometimes pre- 
pared by themselves, by manufacturers’ local salesmen, and 
more frequently, by the manufacturer of the product they are 
featuring. Very often these dealers arrange for a local chorus 
of high school girls, or a ukelele club to provide incidental 
music. A number of dealers representing a widely adver- 
tised line of commercial feeds have even gone to the trouble 
of making special costumes for the girls, using feed bags. 
Frequently moving picture reels with both educational and 
entertainment value are available from manufacturers. When 
they are, they may be employed effectively in dealer meetings. 

At other times, mass selling may take place during 
planned demonstrations on a good customer’s farm. For 
instance, a group of interested farmers may be invited to 
watch a tractor demonstration, or a group of poultrymen 
may be taken to the yard of the prominent local poultry 
raiser and given a culling demonstration and with it, a sales 
talk on the feed to be merchandised. Or, if farm equipment 
is a major sales item, a gathering in a progressive farmer’s 
new barn would be in order, possibly followed by a barn 
dance. 

A group selling meeting should be fundamentally educa- 
tional. In other words, you can’t invite a group of farmers 
to come into town for an evening just to hear a sales talk. 
They will come, however, if you announce an interesting 
playlet and program dealing with baby chick raising, or egg 
production, or milk production, or soil conservation, or seed 
selection. But be sure, too, that you give them some solid 
meat in the way of information—otherwise, you will have a 
hard time building attendance for later meetings. It may be 
advisable to invite the county agent or the vocational agri- 
culture instructor of the local high school to take part on 
the program. Men of that calibre add prestige to any farm 
program. 

How Group Selling Helps You 

There are several advantages to group selling: 

1.—Group selling makes it possible to give a large num- 
ber of farmers the facts about your products in a relatively 


(Continued on Page Twenty-one) 
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son, treasurer. G. A. Chapman was 
elected chairman of the executive com- 
mittee. The speakers were Mayor E. 
S. Woodworth, of Minneapolis, who 
was a feed manufacturer, Dr. J. A. Mc- 
Lean, former professor of animal hus- 
bandry, Amherst college, Dr. J. K. Hay- 
wood, bureau of chemistry, department 
of agriculture, Washington, Scott Mat- 
thews, Illinois state food commissioner, 
and Robert E. Belt, federal trade com- 
mission. Meetings were held during 
the year with various local associations 
of feed dealers. A semi-annual conven- 
tion was held at Washington, D. C., No- 
vember 16th, in conjunction with the an- 
nual meeting of the Association of Feed 
Control Officials, President S. T. Ed- 
wards being the guest speaker. The 
feed control officials at this meeting 
passed a resolution that with respect to 
the uniform feeding stuffs law, officials 
and other members of the association 
might, with propriety, appear before le- 
gislative and other committees situated 
in states other than their own in sup- 
port of this law when called upon to 
do so by manufacturers or officials lo- 
cated in states where feeding stuffs laws 
are under consideration. 
Move Office to Chicago 

Without going into too much detail, 
S. T. Edwards was elected president 
in June, 1917, H. A. Abbott was elected 
the next year and served for two years. 
R. W. Chapin was elected in 1920 and 
resigned in October, 1921, H. G. Atwood 
acting as president for the remainder of 
that year. O. E. M. Keller was presi- 


dent for the next two years and E. W. 
Elmore for the following two years. 
W. E. Suits was president from June, 
1926, until June, 1929, when D. W. Mc- 
Millen was elected and served two 
years. Edward Drescher served as pres- 
ident in 1931, H. A. Abbott in 1932 and 
C. A. Coddington in 1933 and 1934. H. 
L. McGeorge was elected president June 
1, 1935. Mr. Chapman, Mr. Abbott, Mr. 
Suits, Mr. Elmore and Mr. McMillen 
also served various terms as chairman 
of the executive committee, and during 
the period up to 1933 L. F. Brown con- 
tinued as secretary and W. R. Ander- 
son as treasurer. July 1, 1919, the sec- 
retary’s office was moved from Milwau- 
kee to Chicago. 

In 1918 and 1919, two bills were in- 
troduced in the United States congress, 
which if enacted would have been very 
harmful to the feed industry. The first 
was an amendment introduced by Sen- 
ator Gore of Oklahoma to the agricul- 
tural bill prohibiting the shipment in 
interstate commerce of any commercial 
feeding stuffs containing grain by-pro- 
ducts, screenings, or other by-product 
material obtained from the preparation, 
cleaning or milling of any seeds or 
grain. The second was a bill intro- 
duced by Representative Haugen of 
Iowa which provided among other 
things that upon each package of feed 
entering into interstate commerce, the 
kind and weight of each ingredient 
should be designated, this being a 
straight open formula bill. Through the 
efforts of this association, these two 
bills were defeated. 

Traffic Department Active 

In the fall of 1919 there were many 
difficulties experienced by association 
members in connection with railroad 
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Menomonie, Wisconsin 


Boost your SALES by Featuring— 


MINN 


Our extensive advertising now appearing in 
leading dairy, livestock and farm journals is 
arousing a new interest in an old reliable brand 
name—MINNESOTA Linseed Oil, long known 
as ‘‘the BEST since 1870.’ 


You can cash in on this renewed 
interest among your customers by 
displaying and featuring MINNE- 
SOTA Linseed Meal. 


Write for poster to stick in your 
window ...and check up your 
stock. 


MINNESOTA LINSEED OIL CO. 
1100 So. 3rd Street 


and transportation matters and a traffic 
committee was organized, of which R. 
M. Field, at that time traffic manager 
for the Peoria Association of Commerce, 
was elected chairman. Early in 1920 
Mr. Field was elected traffic manager 
of the association and has served in 
that capacity until the present time, 
One of the early accomplishments of 
the traffic department was a reduction 
of 25 per cent in rates on blackstrap 
molasses and alfalfa meal which had 
been raised during the war period to 
a point where the high rates were re- 
stricting the movement of traffic and 
the railroads voluntarily agreed after 
considerable negotiation to make the re- 
ductions. In 1930 the decision of the 
interstate commerce commission in the 
western grain case bid fair to wipe the 
feed industry in that territory off the 
map entirely but the industry organized 
itself behind the traffic department, sub- 
scribed to a special emergency fund, 
and a later supplemental order from the 
commission after nearly a year’s work 
straightened the situation out. The as- 
sociation then took an active part in 
following the rehearings in this case 
having its traffic manager constantly in 
attendance so that the final decision of 
the commission issued in the fall of 
1934 was acceptable to the feed indus- 
try and did not disturb its transit ar- 
rangements. The work of the traffic 
department has successful in 
bringing to the railroads a realization 
of the needs of the feed industry and 
a harmonious adjustment of many diffi- 
culties, both major and minor, which 
have confronted the industry in trans- 
portation matters during the past 15 
years. 
(Continued on Page Twenty-five) 
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short time. 

2.—It makes possible the orderly presentation of these 
facts—very rarely will there be any interruptions of the pres- 
entation. 

3—It gives the advantage of “mob psychology’”—that 
tendency that makes a group act somewhat as a unit in 
following the suggestions of a leader. It enables you to in- 
troduce, to a small degree, the technique of the camp meeting. 

4—Through group selling you can enlist your present 
satisfied customers. Invite some of your better customers to 
be on hand to give their experiences with your product. What 
they say will frequently go further than what platform speak- 
ers say. 

5.—It gives you the advantage of a more skilled presen- 
tation of your proposition. In a group meeting of this sort, 
you can usually obtain the services of a local manufacturer’s 
salesman or of a representative from the home office—in 
either case, men highly skilled in sales presentation. 

To Sell or Not to Sell 

How far can you go with direct selling in such a 
meeting? It all depends on the crowd, the proposition, and 
the salesman. Some dealers have passed out cards after the 
meeting to give customers opportunity to order—and received 
some sizeable business. Others feel that the meeting should 
largely break down resistance. They follow such a gather- 
ing with an intensive outside sales campaign—and, judging 
from the experience of hundreds of dealers in the United 
States and Canada—get business that leaves a nice profit 
above the cost of the meeting. In addition. there’s the 
extra volume that comes from later repeat sales. 

Promoting Special Sales Events 

The success of a meeting of this sort, or of a “Farmers’ 
Day”, depends largely on its promotion. You must make the 
farmers feel that you are giving them something worthwhile. 
Advertise your. meeting thoroughly. Put a notice in your 
local paper. Print up some dodgers. Mail letters to your 
trade. Get in touch with them over the telephone. Calf 
personally on some of the more important prospects. Put 
up several attendance prizes and hold drawings after the meet- 
ing—that will add interest. Make your first affair worth- 
while and you'll have little trouble getting the crowd out 
to later meetings. 

The Pro and Con of “Specials” 

In discussing the “Farmers’ Day” program, “specials”, 
or “leaders” were mentioned. “By a “special”, the merchant 
refers to some item sold at a very low margin, or even at 
a loss in order to draw customers into the store. The 
theory of the use of specials is that the customer is attracted 
by the low price, and will buy other articles which carry 
the regular margin of profit. In some cases, the special may 
take the form of a premium. For instance, the dealer might 
offer a poultry feeder with a certain quantity of poultry feeds, 
or a feed measure to each new purchaser of dairy feeds or 
a can of fly spray with a ton order. Economically, the effect 
is still the same—they cut the price on one item in an attempt 


to draw trade on another. 

How specials are used, may be illustrated by one of the 
most successful dealers in farm supplies in the South. Each 
week, this particular dealer makes a special on some one 
product, usually a competitive item. One week he might 
learn at what price his competitors were selling bran. That 
week he makes a special of bran and undersells them on it. 
He announces his bran price on a weekly price list which he 
mails to his customers every week. The next week, a special 
might be made on salt—a week later on milk bottles—another 
week on middlings. Today, he finds he has created the im- 
pression that he sells everything at bed rock prices. As 
a matter of fact, he gets a legitimate profit on all items other 
than the specials. This particular dealer took a business that 
had stopped growing and developed it within just a very 
few years, until now his volume runs close to a million dollars 
a year. 

In some cases, the specials used by this merchant repre- 
sent mark-downs from his regular price. In other cases, 
they represent special purchases at a bargain. In the event 
any item is sold below actual cost, that apparent loss is 
charged to advertising expense. 

Taking the side opposed to specials (and not a few farm 
supply dealers do oppose their use), W. R. Hotchkin, noted 
merchandising counselor, points out: 

“The harm done to the store by cutting prices to make 
bait for special sales is two-fold. Cutting prices on a store’s 
regular merchandise destroys much of the confidence of the 
customer in that store’s regular prices—making them dis- 


satisfied with past purchases and uneasy about future pur- 
chases. 


“If goods can be sold today for 95c, why should they 


have been sold yesterday for $1.35, and tomorrow, be placed 
back at the old price? 


“This is the thought of most minds, and whether they 
accept the lack of fairness in the matter, the action cannot 
fail to arouse unnecessary suspicion about the broad margin 
of profit the store makes on its goods. It cannot be expected 
that the public will realize that the cost of doing business 
must be added to the market price of the goods, before 
profit really has a chance to begin—when the store owners 
seem to forget that irrefutable fact. 

“Thus, it seems quite obvious that it should be a vital 
principle of store keeping to protect the integrity of the 
store’s prices on its regular lines of merchandise—especially 
if the goods are to continue on sale at the old prices when 
the special event is over.” 


Possibly, there is a happy mean that the merchant can 
achieve. One will hardly disagree with the principle that 
special merchandise for special promotion should be specially 
bought at an attractive price, which will enable the store to 
make a fair profit and yet give the farmer some attractive 
bargains. Certainly there is no quarrel with any dealer who 
prices his goods at a relatively close margin in the hope of 
increasing volume. If, however, the use of specials represents 
mere price cutting, then it probably is open to serious criti- 
cism. True, where a dealer is handling an exclusive line, a 
markdown is largely his own affair—but an extremely im- 
portant affair, and one which, if not carefully watched, is 
likely to interfere materially with expected store profit. 


SOYA PLANT EXPLOSION 

The Glidden company’s soy bean pro- 
ducts plant on Chicago’s west side was 
wrecked by an explosion October 7. 
Six persons were killed including Wil- 
liam Harger, general superintendent of 
the plant, and 28 were injured. A surg- 
ing sheet of flame enveloped the struc- 
ture, puffed out the walls like paper 
and within a few minutes reduced most 


of the building to a pile of smoking 
ashes. 


CHAPMAN FEED CO., Tomah, 
Wis., has just completed the construc- 
tion of an addition to its warehouse 
and also a four-car garage. 


FRED ORTSCHIED, Ortschied & 
Sons, Galena, Ill, returned recently 
from a week’s vacation at Waukesha, 
Wis. 


FRANK P. NEISIUS, president of 
the Woodland Lumber & Grain Co., 
Woodland, Wis., died following a sud- 
den heart attack on September 24. Mr. 
Neisius was 52 years old and had spent 
most of his life in Woodland and Neo- 
sho where at the age of 17 he operated 
the Neosho flour and feed mill. Frank 
Becker, treasurer of the Central Retail 
Feed association and partner of Mr. 
Neisius, served as pall bearer at the 
funeral held on September 27. 
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ARTHUR VINT ENGAGED 

The engagement of Miss Ruth Prehn, 
Wausau, Wis., to Arthur H. Vint was 
announced October 4. Mr. Vint is a 
graduate of the University of Wiscon- 
sin and a son of James H. Vint, man- 
ager of the Farmers Cooperative Ele- 
vator Co., Union Grove, Wis., a past 
president of the Central Retail Feed 
association and former commissioner of 
markets in Wisconsin. The wedding 
will take place during the Christmas 
holidays. 


VERONA SALES & Supply Co., 
Verona, Wis., is reported to have dis- 
continued business. 
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ALBERT SUCKOW will reopen the 
Suckow Flour & Mill Co., West Bend, 


Wis. 


BABY GIRL 
That smile with which Hunter Good- 
rich, treasurer, William O. Goodrich 
Co., Milwaukee, greets his friends is 
more genial than ever these days. The 
reason is the arrival of a baby daugh- 


HAUERT feed store, Appleton, Wis., 
is being remodelled. A new front and 
display window has been added. 


NAME CHANGED 
Tioga-Empire Feed Mills, Inc., Tio- 
ga, N. Y., is now operating under the 
name, Tioga Mills, Inc. The change is 
in name only. Capitalization, person- 
nel, and policy of service of the firm 


ter born September 18. remain the same. 


Str atton Grain Company 


Grain and Feed Merchants MILWAUKEE, WISCONSIN 


Branch Offices: 
CHICAGO, ILL. 

ST. JOSEPH, MO. and 
NEW YORK, N. Y. 


Operating elevators at 


Milwaukee, 
° O. L. Barr 
Chicago, @ Buyers and sellers of " 
a, GRAIN, spot and “to Badly Injured 
par: Sen O. L. Barr, Bicknell, Ind., was th 
Depot Harbor, Ont. MILL FEEDS victim of serious injuries when he was 


run down by an automobile at Indian- 
apolis recently. His leg was broken 
in four places and it was necessary to 
perform an immediate operation. Mr. 
Barr is a past president of the Indiana 
Grain Dealers association and enjoys a E 
wide acquaintance in the trade. His 
host of friends join in wishing him 

rapid recovery. 


Welding 


of all styles and makes of 
ATTRITION 


New and reconditioned 
heads in stock—so don't 
shut down, Wire or Phone 
us your needs. 
ALSO REMACHINING, BALANCING and RESETTING 
All work done by experienced mill manufacturers 
and warranted for one year. If necessary our service 


car will call for repairs and deliver. Estimates cheer- 
fully given. 


FEED PRODUCTS 
BY PRODUCTS 


Future Orders Solicited. 


Schneider, Ind. 
Savanna, III. 


with a total storage capacity 


of approximately 10,000,000 bushels. 


MORE EGGS... 


for your customers 


MORE PROFITS 


for you—selling 


ALL MAKES OF i 


Hammer and Attrition Mills 


REPAIRED, RECONDITIONED OR TRADED . 


BUTTERMILK 


| Plate Bolts and Ball Bearings in Stock. 
Motors Rewound — Parts Furnished, also Exchan 
— 
Grinding Plates, H we > DIAMOND 
and Screens for All Types HULLER CO. 
BOOK YOUR REQUIREMENTS NOW of Mills Solicited. 


NORTHERN MILLING CO. 


Feed Manufacturers 
WAUSAU, WISCONSIN 


Everything in the Feed Line 
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Michigan Mill Business Since 1848 
Enjoys Continued Success 


Seeds Cleaned Free for Farmers 


F you do not notice the much- 
] chewed hitching post standing be- 
fore the flour mill of the Utica Mill- 

-ing Co., Utica, Mich. you will 
probably get an idea of the antiquity 
of the mill by reading the large sign 
painted across the warehouse wall. 

Since 1848, the earliest days of Michi- 
gan, flour has been milled by this com- 
pany. H. O. Crissman, proprietor ot 
the four-story flour mill and large feed 
mill across the road, is 73 years old. 
The business is now in the third gen- 
eration of the family, the youngest rep- 
resentative now being Howard Criss- 
man, 28 years of age. 

Service an Institution 

To Mr. Crissman, Sr., the service 
of the mill is something of an institu- 
tion in the community. 

“Our long establishment here has 
made us a part of the development of 
this farming community,” he said, ‘and 
our business has been built up and 
maintained on our service to the farm- 
ers who lived within a day’s drive to 
the mill. 

“Our mill was built up on water 
power,” reminisced Mr. Crissman, “and 
we obtained this water power when 
the state of Michigan abandoned a 
canal project that was to connect Clin- 
ton and Kalamazoo. The canal was 
extended only as far as Rochester in 
1836, and the legislature refused to ap- 
propriate funds to extend it further. 

“We obtained the water rights of this 
canal, and have kept it up ever since. 
For a time we furnished electricity for 
the village of Utica, but this was finally 
sold to a utility company. Our water 
power is taken from an artificial lake 
right in the village, kept at a definite 
level by diverting the overflow from a 
lake ten miles up the canal. A 42-inch 
flume brings the water underground to 
the mill where it hits a 22 inch wheel 
capable of generating 92 horse-power. 
The mill is about 100 feet from the ar- 
tificial lake.” 

Feed Mill Across Road 


A year after the flour mill was built 
another mill was constructed for grind- 
ing feed. Water power was used orig- 
inally, but now electricity is used, gen- 
erated in the flour mill and sent over 
to the feed mill across and down the 
road about a hundred yards. William 
Michael is in charge of the feed mill, 
and has been for 18 years. A quarter 
ton mixer is installed here and a corn 
sheller. The feed business was at first 
but a side line to the milling of flour, 
and it came out of the uses found for 
mill by-products. 

The mill produces a widely known 
and distributed flour, made mostly from 
the white wheats grown in the vicinity. 
A storage capacity of 10,000 bushels 
makes large purchases possible. Pan- 
cake flour is also prepared by the mill, 
and all flours are sold under the “Gold 
Lace” trade name. 

“Successful feed merchandising,” says 
Howard Crissman, “is possible only 


when you do not over-extend your ter- 
ritory. We de not solicit new accounts 
that would be considered out of the 
way accounts. They sometimes turn out 
to be too far away, and the party may 
never feel any allegiance toward you, 
and may slip away. He may do this 
just at the time you have extended 
credit to him, which makes it doubly 
unfortunate. A customer that has to 
go out of his way to come to your mill 


H. O. Crissman ready for a sales drive in 
the country. 


may not always be inclined to do so, 
and he may at any time go to some 
other dealer that is just as near or who 
may attract him for other reasons. 

“Our feed sales have had a recent 
increase due to the activities of a poul- 
try service man sent out by the manu- 
facturer of one of the commercial feeds 
we handle. He culls,: vaccinates, and 
worms chickens, and discusses mana- 
gerial problems with farmers or farm 
wives as the case may be, and on the 
whole makes himself very useful.” 

The Utica Milling Co. mixes feeds 
according to any formula any customer 
may desire, and the mill has poultry 
and dairy feeds of its own brand. This 
phase of the business grew out of the 
supply of bran and middlings obtained 
through the milling of flour, and sup- 
plements were always mixed with these. 
Farm grown grains are always ground 
and incorporated into any mixture the 
customer might desire-—Fhis grinding 
of feed has always been considered a 
service rather than a business, and a 
nominal charge was made to encourage 
farmers in bringing their grains in to 
the mill. Each job, according to Mr. 
Michael, would invariably result in the 
addition or admixture of mill by-pro- 
ducts or protein concentrates, so grind- 
ing would always be profitable. 

Seeds Cleaned Free 


Seed grains are cleaned for farmers 
at no charge at all, which is another 
example of the company’s idea of serv- 
ice. The recipients of this service are 
all customers of the mill, of course, and 
actually buy fertilizer and such seed 
grains as they may need, ather than 
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those which they grow themselves. But 
no purchases need be made at the time 
the service is rendered, and a good deal 
of time is taken out right now to clean 
winter wheat for fall sowing. This is 
also true in the spring, but then the 
mill is not always as busy as it is dur- 
ing the fall months when the newly har- 
vested wheat is coming in. 

A bulletin is kept on the landing in 
front of the main flour mill quoting 
prices paid for wheat, and the farmers 
also use this board to advertise stock 
they have for sale. Frequent advertise- 
ments appear in the local paper quoting 
prices of mixed feeds, and each adver- 
tisement is always fortified with some 
special. These specials range from 
fence posts to egg cartons, and vary 
with the seasonal demands. Cement, 
salt, fertilizers, seeds, fruit containers, 
and anything that the average farmer 
would need are carried in order to catch 
trade that would otherwise go else- 
where. 

Treat Everyone Alike 


“The main principle of any success- 
ful business,” says Mr. Crissman, Sr., 
“is to use everybody alike. This in- 
cludes the extension of credit, the price 
of feed, and above all, the rendering of 
service. Our family has been a part 
of this community for such a long time 
that we feel a sort of obligation toward 
the community—an obligation to main- 
tain the traditional service policy of the 
mill and make ourselves indispensable 
to the business of the farmers here.” 

The town of Utica has a population 
of approximately 1,100, and lies in the 
heart of a prosperous fruit and farm- 
ing country. A brother of Mr. Criss- 
man has 100 acres in fruit, mostly 
peaches. To the north lies the famous 
Romeo peach section. It is easy to see 
what part a well managed mill would 
play in the development of this pros- 
perous community, and if you visit the 
mill and talk with its owners you can 
see that it has played its part, in doing 
its duty now and will continue to do 
so. 


ROBERT HOETH, manager, Mor- 
mon Coulee Cooperative association, 
Mormon Coulee, Wis., has every con- 
fidence that the feed business is going 
to continue to be good. He has just 
completed building a new and modern 
home. 


STEWART-ALEXANDER Lumber 
Co., Baraboo, Wis., has been reor- 
ganized and will operate as the Britting- 
ham-Hixon Co. The old personnel will 
be retained. 


JOHN LEVY, Friesland feed mill, 
Friesland, Wis., is on a five weeks’ va- 
cation in California where he is taking 
in the exposition at San Diego. He 
also plans to motor to other points of 
interest, including Tia Juana, Mexico. 
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lodized Calcium 


(PATENT PENDING) 


Iodized Calcium is made to order with anyTde- 
sired iodine content per ton. A Calcium Car- 
bonate Flour, 98-99% pure, in which each par- 
ticle is coated with potassium iodide. Made un- 
der close chemical control and iodine content 
guaranteed. 


IODIZED CALCIUM 
Offers the Feed Mixer: 


- More uniform iodine distribution in 
1 feeds than can be obtained by mix- 
ing 34 to 11% ounces KI per ton. 


. Greater iodine stability in the 
2 presence of iron, copper, magan- 
ese, and other oxidants. 


. Economy in that Iodized Calcium 
3 will put iodine in feeds at less cost 
than any other method. 


Send for complete information and prices. 


CALCIUM CARBONATE CO. 
43 E. OHIO ST., Chicago, Ill. 


Plants at Quincy, IIl.; Alton, Ill.; Carthage, Mo.; White Bear, Mo.; 
Ste. Genevieve, Mo. and Weeping Water, Nebr. 


YOU SHOULD SELL 


I d 
Beeause: 
1. Uniform high quality assures satis- Y ¢/ 
fied customers and profitable repeat 
business. 
2. Comes from the world’s finest peat 
bogs and has exceptional absorbency. Approved 


3. Used and recommended by leading poultry- 
men and hatcherymen for more than 24 years. 


4. Free from crop binding fibres—best for baby 
chicks. 


5. National advertising in poultry publications 
creates demand. 

6. Each bale carries PIC triangle of inspection 
and approval. 


America’s fastest selling Peat Litter offers you excellent o epreue- 
ities for profitable business. Write today for prices and full details. 


THE O. K. COMPANY 
ATKINS & DURBROW, INC., PROPRIETORS 
B-165 JOHN STREET, NEW YORK CITY 
1524 South Western Ave. 177 Milk Street 
Chicago, Ill. Boston, Mass. 


Grain 
Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 
MILWAUKEE, WIS. | 
Green Bay Chicago Buffalo 
Duluth Toledo Albany 
Portland Omaha New York 
San Francisco Ogdensburg Boston | 
| 


You'll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 
pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 
Official AAA Hotel - W.B. Clark, Manager 
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Manufacturers Association 
Born in 1909 


(Continued from Page Twenty) 


In 1930 the industry found that a 
set of definite principles covering the 
merchandising of feeds was very neces- 
sary and a committee was appointed, 
with Clarence P. Clark, of the Quaker 
Oats Co., as chairman, to handle this 
matter. The association drew up a set 
of merchandising principles safeguard- 
ing the sanctity of contracts and pro- 
hibiting guarantee of prices against de- 
cline. Mr. Clark’s committee undertook 
the job of selling this to the industry 
as a whole and did a very splendid piece 
of work, securing over 200 signers to 
the feed merchandising council agree- 
ment, which has been of inestimable 
benefit to the feed industry and, gen- 
erally speaking, has been very thor- 
oughly lived up to. These principles 
were incorporated in the code for the 
feed manufacturing industry and con- 
stituted the trade practice  provi- 
sions therein, and after the code 
passed out were carried on by resolu- 
tion of the association which is still 
prosecuting the work of continuing to 
resell the industry on the benefit of 
these principles. 

In June, 1933, the national recovery 
act was passed following the passage 
of the agricultural act a few weeks ear- 
lier, and upon this association imme- 
diately devolved the responsibility of 
preparing a Code of Fair Competition 
for the Feed Manufacturing Industry. 
It seemed necessary, therefore, to 
broaden the scope of the association, 
increase its membership and enlarge 
its executive committee to give repre- 
sentation to the entire country. Several 
meetings weré held in June of this year 
and Mr. Field, in addition to his duties 
as traffic manager, was made executive 
vice-president of the association and put 
in charge of the work to be done. Mr 
Brown was retired as secretary October 
1, 1933, the association granting him 
a reasonable monthly pension, and Mr. 
Field was given full charge of all the 
association’s work. 


The record of the handling of the 
code for the feed manufacturing indus- 
try speaks well for the wisdom of those 
actively connected with the work. Under 
the leadership of A. F. Seay, chairman 
of the code committee, backed up by 
a mandate from a special meeting of 
the association members held in Octo- 
ber, 1933, a simple workable code was 
evolved which became effective June 1, 
1934. Mr. Seay was elected chairman 
of the code authority and Mr. Field 
code director. The code embodied the 
merchandising principles which had 
been in effect for several years in the 
industry by a gentlemen’s agreement, 
and the labor provisions were fair and 
reasonable. A small budget was set 
up for the code authority and assess- 
ments made for the first half year 
against all industry members, including 
those outside the association as well as 
those within. Under the economic man- 
agement of the code authority it was 
not necessary to assess the members 
for more than the half year period and 
the code authority compieted its work 
for the year at a cost of slightly less 
than half the original budget. Con- 
trary to the experience of many other 
industries the Code was administered 
with very little annoyance and trouble 


to the industry members and at a min- 
imum of expense, and it was fortunate 
that during this time the feed manu- 
facturers had an association capable and 
wise enough to safeguard the industry. 

With the reorganization of 1933 new 
by-laws were adopted and instead of 
the association being controlled as it 
had in the past by a small executive 
committee the control passed to a board 


of directors selected so as to be repre- 
sentative of the entire United States. 
There had been a feeling in many quar- 
ters that the association was run too 
much as a close corporation and so its 
scope was broadened, its membership 
increased and it is now more than ever 
before an active national organization 
protecting the interests of the industry 
as a whole in a very broad manner. 


Among Good Poultrymen... 


DIAMOND Corn Gluten Meal 


43% Protein 
Guaranteed 


is becoming increasingly popular as a protein in- 
gredient and source of vitamin A for starting, 
growing and laying mashes and for turkey rations. 


Right now isa season of heavy feeding for poultry- 
men. Egg production and turkey development 
have the spotlight, and on many farms there are 
Fall-hatched chicks. 
of these purposes and we are telling poultrymen 
so in an extensive advertising campaign. 


We can ship Diamond in straight cars, or in cars 
with regular Buffalo Corn Gluten Feed, Heavy 
Sweetened Buffalo and Argo Corn Oil Meal. 


DIAMOND is used fer all 


Corn Products Sales Co., 17 Battery Pl., N. Y. City 


OD 


feed dealers 


s A full page PILOT BRAND advertisement 
will be in the next issue of the “FEED 


BAG’’. 


This is an announcement of great 


importance to Feed Dealers. 


OYSTER SHELL PRopucTs CORPORATION 


NEW ROCHELLE, N. Y. 


ST. LOUIS, MO. 


LONDON, ENGLAND 


OHS 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 
& 


Bran and Middlings 


—RHigher in Protein— 


ate 


: \ TENNANT & HOYT CoO. 
Sa. LAKE CITY, MINN. 


Dealers Attend Calf 
Manna Meeting 


Dealers and salesmen were guests of 
the Albers Bros. Milling Co., Seattle, 
Wash., subsidiary of the Carnation Milk 
Co., Oconomowoc, Wis., at a meeting 
held at Oconomowoc, Tuesday evening, 
September 17. 

The technicalities of feeding calves 
were explained by Merton Moore, Seat- 
tle, of the Albers Bros. Milling Co., in 
an interesting, illustrated talk. Merits 
of Calf Manna, special calf feed manu- 
factured by the firm, were also dis- 
cussed. 

Other company executives who spoke 
at the meeting were A. C. Oosterhuis 
and A. W. Peterson. 


USED 


BURLAP 


AND 


COTTON 


FoR 


ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


BAGS 
TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


HONOR ROLL | 


BARLEY SHIPPERS 


Mail us samples of your 
barley for value and bids. 


Ship us that next car of Bar- 
ley and let BARLEY BILL 
get you Top Price for it. 


Fraser-Smith Co. 


Barley and Oat Specialists 
MILWAUKEE 


MINNEAPOLIS CEDAR RAPIDS 


e HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


« ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, fa.......................05- Gluten Feed 
VANDERSLICE-LYNDS CO., Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, . Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, we. New City Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Oyster Shells 
THREE MINUTE CO., Cedar Oatfeed 
FERNANDO VALLEY M & SUPPLY Co., Los huasios Cal...Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION CLO-TRATE Cod Liver Oil 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 
Commercial and Mill Feeds 
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Will Hold 3-Month 
Poultry Course 


A three-month course on _ poultry 
diseases and management beginning 
January 6, 1936, will be conducted by 
Dr. Salsbury’s Laboratories, Charles 
City, la. Its purpose, according to Dr. 
J. E. Salsbury, will be to give students 
all the training they need to become 
efficient managers or service men for 
feed dealers, hatcherymen and produce 
dealers. 

The course will be in addition to the 
two-week school which was inaugurated 
in 1934 and which will be continued 
with additional instructors on the staff 
for next year. 

J. P. Henry, Washington, D. C., re- 
cently joined the Dr. Salsbury organiza- 
tion as chemist. He was formerly con- 
nected with the food and drug adminis- 
tration. 

A 15-acre farm has been purchased 
by Dr. Salsbury on the outskirts of 
Charles City and will be utilized for 
experimental purposes. Several poultry 
houses have already been completed and 
equipment to carry on disease research 
work will be installed. 


STARTS NEW FIRM 

M. I. Kantar has organized the Kan- 
tar Feed Co., Minneapolis, which opened 
for business, September 16. Mr. Kan- 
tar severed his connections with the I. 
S. Joseph Co., Minneapolis, to start his 
own concern. He was connected with 
the Joseph organization for more than 
16 _ and is well-known in the feed 
trade. 


GENERAL MILLING CORP. 


18 Letchworth St., BUFFALO, NEW YORK 


Feed Consignments . Storage-In-Transit Warehousing 


Warehouse advantageously located for reshipment. 
Corn Distillers Grains and other feeds out of condi- 
tion expertly handled to reduce your loss. Write 
us for rates. 


OWNED BY 


SUNSET FEED & GRAIN CO. INC... . Buffalo, N. Y. 


Quality Shavings 


STRICTLY SOFTWOOD 


Convenient, serviceable and satis- 
factory bedding. Profitable to 
handle. Write for special car lot 
prices. 


Jaserson Fuel Company 
NEENAH, WISCONSIN 


HOLD ON! 


When in Milwaukee have 
your truck pick up ton lots 
of feed at our wholesale 
warehouses. 


Mill Feeds, Powdered 
Milk, Cod Liver Oil, 
Dried Yeast, Alfalfa 
Meal, Peat Moss. 


FEED SUPPLIES, INC. 


West Allis - 1637 South 83rd St. 
North Milwaukee - 3328 West Cameron Ave. 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also good in all rations for calves, poultry and swine. 
Carried by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street - New York, N. Y. 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor— 


latest style machine—used short time. Write 
CD-83, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER FOR SALE 
Cutter — grader — polisher — aspirator, one ton 
perhr. A-1l condition, guaranteed. Write CM-83, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Suitable for 20 to 40 HP. Used 6 months. 
Bargain for cash. Write MM-83, c/o THE 
FEED BAG, Milwaukee, Wis. 


ELEVATOR FOR SALE OR RENT 


Grain Elevator, Potato and Hay house on C. 
N. W. R direct to Chicago and St. Paul. 
In good farming country. Address MRS. JULIA 
NIEBUHR, Fall Creek, Wis. 


L. W. BUSH, proprietor of the Bush 
Hatchery & Milling Co., Pontiac, IIl., 
is building a 25x49 foot addition to his 
feed department. 


HEADS NEW FIRM 

W. C. McGlasson, for 20 years asso- 
ciated with Darling & Co., Chicago, has 
become head of a new firm which will 
operate under the name, Thornton Pro- 
ducts Co. The new company will manu- 
facture peanut meal and feed by-pro- 
ducts and has taken over the plant for- 
merly operated by the Feed Dealers 
Exchange at 621 West 138th street, 
Riverdale, Ill. Extensive improve- 
ments are under way and new machin- 
ery is being installed. 


HAMMER MILL SCREENS 
Save money on all sizes to fit ~—, make mill. 
We carry a large stock for prompt s ipments. 
ill Parts Company 
Dept. 20 West Bend, Wisconsin 


FEED MIXER FOR SALE 
Eureka. One-half ton capacity, with motor. 


Latest style machine, used short time. Write 
REEDSBURG SUPPLY CO., Reedsburg, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


one Mixed Cars 
MILLFEED 
OILMEAL. ETC. 
502 Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


e 
MIXED OR STRAIGHT 
CARS 


POSITION WANTED 


Wanted to make a connection with a Feed 
Milling Company. To have full charge of 
Poultry Service Department, compounding 
formulas, Experimental and Research work, as- 
sisting salesmen with — Service to con- 


sumer. Prefer to start at the bottom with small 
concern in the Middle Western States. _Oppor- 
Write ML- 


salary second consideration. 
101, c/o T THE F EED BAG, Grain & Stock Ex- 


SALESMAN WANTED 


Salesman for West Virginia wanted—full line 
commercial feeds—now established but with pos- 
sibilities of much expansion with right man—must 
know poultry and dairy—give full particulars 
concerning self, past experience, earnings, etc. 
Write MK-101, c/o THE FEED BAG, Grain & 
Stock Exchange, Milwaukee, Wis. 


JAKE’S ECONOMY Feed & Serv- 
ice, Verona, Wis., has opened for busi- 
ness. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


EWSOM 


FEEDCO. 
Feedstuffs 


16€ W. Jackson Bivd. Chicago 


Deutsch & Sickert Co. 


Feed and Grain 
Grain & Stock Exchange Milwaukee, Wis. 


XCELSIOR MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


CAMEL 


FANCY 
WHEAT 


FEED 


The Most Economical 
Feeding Material on 
the Market. 


UNIVERSAL BRAND 


YEAST == 


Distributed by 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


Manufacturers and jobbers of a complete 
assortment of feeds and feed ingredients. 


MOHAWK FEED CO. 


FEEDS—COD LIVER OIL 
Phone Marquette 6464 


Grain & Stock Exchange, Milwaukee 


M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Grain & Stock Exchange Milwaukee, Wis. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


> é 
, Assures complete, economical vitamin 


protection and improved assimilation 
in your feeds. Write for Particulars. 


Jnc 


DES MOINES, LOWA 
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Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


Phone for Delivered Prices 
GENEVA 2911 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 

They are profitable 

ADTKE ORTSCH 
K°Co. 


BROS. 


1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 
Puong 


Broapway | 076 
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Southern Mixers to Meet 
October 17 and 18 


The Southern Mixed Feed Manufac- 
turers association is ready to welcome 
a large crowd to its annual convention 
which will be held at the Peabody hotel, 
Memphis, October 17 and 18. 

There are to be no set speeches and 
the sessions will be devoted to informal 
discussions on problems of importance 
to the industry. 

“The industry needs the benefit of 


your counsel and your presence,” says 
E. P. MacNicol, secretary of the asso- 
ciation. “Many changes have transpired 


in the past year in the feed industry © 


and the new problems demand the calm 
deliberation and cooperation of all.” 

Allied firms have contributed numer- 
ous prizes for the golf tournament 
which will be one of the entertainment 
features of the convention. 

Mr. MacNicol urges those who plan 
to attend to send in their reservations 
in advance so that plans to accommo- 
date them fully can be made. 


Personal R 
Service * ® OY 

| 

MILWAUKEE 


COMMISSION MERCHANT 
ARLEY A SPECIALTY 


I. Campbell 


—Streamline—Service 
Latest quotations always available on 
MILLFEEDS — CONCENTRATES — DRIED MILK— 

ALFALFA MEAL—OAT PRODUCTS—SCREENINGS 


Contact nearest CEREAL office whether buying or selling. 


CEREAL BYPRODUCTS COMPANY “#lcaco,, MINNEAPOLIS 


Via Teletype— 
Telephone—Telegraph 


ST. LO 


RA 


‘3 100 LBS. NET 


FE: Pecos Valley Alfalfa Mill ( 
Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


WRITE FOR DELIVERED PRICES 


NORTHWEST LINSEED MEAL CO. 


(Formerly MINNEAPOLIS LINSEED MEAL CoO.) 

We have changed our name to avoid confusing us with that of a local linseed 

crusher, but we are headquarters for pure Old 

Linseed Meal and solicit your inquiry. 


314 Flour Exchange Bldg. 


MINNEAPOLIS, MINN. 


Yeur inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


more of tits Healthful 


2 100 POUNDS NET WEIGHT “ 


TRAQE MaRK 


Qld Process 


LINSEED MEA 


GUARANTEED ANALYSIS 
PROTEIN 40% FAT 41% FIBRE 9% 


CARBOHYDRATES 39% 
FANITROGEN FREE EXTRACT 30% FIBRE 


‘SPENCER KELLOGG 
_MINNEAPOLIS,MINN. Z 


NORTHWESTERN SALES OFFICE 


36 NEW CHAMBER OF COMMERCE, 
MINNEAPOLIS, MINN, 


Pure shell forma- 
tion, for strong 
shelled eggs. No 
waste. The better 
poultry grit. 


Marblehead 


Lime Ration 


For distribution 
by dealers 

Resale assistance to jobbers 

Packed in 100 Ib. 


branded _ towelling 
bags. 


Marblehead “98” 


For the particular mixer 


Poultry Feeds - Dairy 
Feeds - Mineral Feeds 


Packed in 100 lb. and 50 lb. mul- 
tiple-wall paper bags — machine 
sewed. Guaranteed 98.3% Cal- 
cium Carbonate 96% through 

200 mesh. 


Marblehead 


Lime Grits 


Write for samples and prices. 


MARBLEHEAD LIME COMPANY 


CHICAGO, ILL. 
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RIEBS VIEW 


Vol. 3, No. 10 


October, 1935 Milwaukee, Wis. 


THE BARLEY SONG 


& Sing a song of barley, grand old 
golden grain, 


Flowing to the market through- 
out sun and rain; 


Bringing farmers profits, and to 
dealers, too, 


If it’s shipped direct to Riebs— 
experts through and through: 


Every sample sent us, gets our 
utmost care. 


And the price we quote you is the 
tops and fair. 


Send us your next carload; when 
your check you spy, 


You will find our motto is to 
satisfy. 


—Better Built Bags— 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals 
use the new No. 13 


EUREKA 


Sacking Scale \ | 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models — 25 to 160 Ibs. 


No. 12. Model—for handling 
whole and scratch grains and 
all free-flowing stocks. 


Write today for illustrated cata- 
log, details and prices. 


HOWES Inc. 


Silver Creek, N. Y. 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


*« * * * thank you for your courtesy 
and patience as well as your coop- 
eration in working out for us a de- 
sign which so completely fits the 
desires of our sales and advertising 
heads. This bag is a knockout. 


We also must mention and con- 
gratulate you on the unmistakable 
ability of the man who did the de- 
signing and developing of this brand. 
We appreciate sincerely the work 
done as well as the courteous manner 
in which it was performed.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


—_{WERTHAN]—— 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, “Business 
print and address the 
cards yourself—all on a 

simple, inexpensive 
little machine called 


the 
Elliott Cardvertiser 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers——are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving. too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business you're in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., vee ELLIOTT CO. 
125 Albany St. Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 


Page Thirty THE FEED BAG—OCTOBER, 1935 


| 

4 

je = || Se 


the 
VITAMIN 


FOR NEW SALES APPEAL 


A year ago an adequate supply of vitamin A in your mashes 
made little difference in your sales. Today, you must produce 
a feed containing enough vitamin A to supply the require- 
ments of poultry in all stages of growth and production. Your 
present sales require it, your future demands it. 


How much vitamin A should your feeds contain? 


Experiment stations have proved that a laying hen needs 1000 to 1400 units 
of vitamin A per day to maintain weight and properly vitaminize eggs. 


Where can you get this necessary amount of vitamin A? Alfalfa leaf meal, 
yellow corn, other grains and carrots will give some, but not enough of this” 


important vitamin. 


The answer is CLO-TRATE added to your feeds. Here is how CLO-TRATE 
compares with other vitamin A sources. 


Used at the recommended level of 4%% of the total ration, CLO-TRATE 
gives your feed more additional vitamin A than is found in 1406 lbs. of 
yellow corn of unusually high vitamin A value. Taking the vitamin A 
value of yellow corn meal as used currently in the feed industry, CLO- 
TRATE is more than 1000 times as rich in vitamin A activity. 


Yet this is not all CLO-TRATE does for your 
feeds. It also gives absolute guaranteed pro- 
tection against vitamin D deficiencies such as leg- 
weakness, crooked breast bones, etc. Do not for- 
get that your feeds must contain both vitamin A 
and vitamin D in adequate amounts in order to 
give your customers complete protection and out- 


The reason CLO-TRATE 


You should know more 
about CLO-TRATE. 
Write for a copy of this 
new booklet... today. 


HEALTH 


CHICAGO 


standing results. CLO-TRATE will do this. is so rich in vitamin 

Cash in on the present widespread interest in goss (US, Pate i 
vitamin A. CLO-TRATE your feeds to give 858) which gives COM- 


them this new sales appeal at an economical 
cost. 


PRODUCTS CORPORATION 


NEWARK, N. J. SAN FRANCISCO 


PLETE extraction of vi- 
tamins A and D from 
cod liver oil. 


ARE MORE DEPENDABLE 


ae 
= 
we 
or 
In 
o-TRax 
For 
pouttrY 
CONCENTRATED 
“RATED COP | 


Quality 
Leadership 
has made 


The Highest Priced Flour in America 
and Worth All It Costs 


ANO WORTH COSTS 


the fastest selling flour 
in Wisconsin. 


Regardless of circumstances or con- 
ditions, King Midas has never wav- 
ered from the determina- 
tion to maintain the high- 
est quality standards. 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


THE GOLDEN TOUCH 
We 
| 
| 
\ 
~ 


